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A few words from Lena...

When writing the first edition of this book back in 2005, the thought of using a brag book was still somewhat in 
infancy. Brag books were just starting to surface in the job-search world, so there was a bit of allure, especially 
when you factor jobseekers are always looking for new and unique ways to present themselves differently. 

As I spoke to more recruiters and hiring managers about brag books, I learned they collectively didn’t have a 
definitive answer on the matter either — no surprise there. Also, online forums reflected heated discussions on 
whether a brag book offered any relevant weight to jobseekers.  

People were lining up on both sides of the debate. 

It was these debates that sparked my interest in learning whether my job-seeking clients would benefit from 
this thing called a brag book. 

In 2005 I believed, and at the time of writing this second edition I still believe, brag books are a great tool for 
jobseekers and professionals. I hope you concur.  

Good luck to you! 

Regards, 

Lena Jackson, Certified Professional Resume Writer (CPRW)
12-Year Resume-Writing Veteran 
The Resume Fix, LLC
www.theresumefix.com

Read my Career Blog: https://www.theresumefix.com/the-resume-fix-blogs-and-career-advice

Connect with me on LinkedIn: www.linkedin.com/in/lena-jackson-mba-contentstrategist

Let’s grow and excel together. 

http://www.resumebycprw.com/
http://www.teenarose.com/
http://twitter.com/teenarose
http://www.linkedin.com/in/teenarose


Page 5 of 7 How to Design, Write, and Compile a Quality Brag Book 
Written by Lena Jackson; © 2020, The Resume Fix, LLC

Intro to Brag Books 
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Purpose of a Brag Book … 

and other details 

A brag book serves as an extension of 
your resume. Since a brag book offers 
more details, documentation, and charts 
that don’t have room, or aren’t expected to 
be included or attached to your resume, the 
contents of your brag book are virtually 
limitless.  

If there is any limitation, it’s confined only 
to your creativity and imagination. 

Much like an artist possesses a sample book with pictures of works, or a model has a portfolio with dozens of 
head and body shots, your brag book should “sing your praises” and reflect your portfolio of assets. Unlike an 
artist or model, however, your brag book will not contain pictures or examples of design work per se, but 
rather provide a “picture” of the bottom-line results from the body of your work generated for employers. 

A brag book is designed to sell a key 
product: you. 
Jobseekers typically have a variety of initial questions about brag books: 

� Is a brag book really worth the time applied to putting one together? 

� What does the brag book contain that my resume does not? 

� Will the person on the other side of the hiring desk really care whether I present one? 

� If I’m competing against someone who presents a brag book, will I look less prepared without one? 

All great questions — but unfortunately, there is no definitive answer that can be applied to any one. I think 
this is what jobseekers have the hardest time grasping. When it comes to your 
resume, cover letter, and yes, brag book, a jobseeker can only do his best 
when trying to predict the wants and needs of the hiring community. Polish off 
that crystal ball, you’re going to need it. 

When it comes right down to it, you’re dealing with just plain folks … people 
with the power to hire. And what do we know about people?  

Well, we know people can be fickle.  

We know people have varying opinions. 

We also know people sometimes contradict themselves or change views/beliefs 
as they get older, learn, and apply new knowledge.  

Ask one hiring person today whether she likes brag books, and you may 
receive an emphatic no. Ask that person again when knee-deep in a job-
search, and well, you might get a different answer.  
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Brag Book Q&As 

Here are some answers to several of the common questions about brag books. After all, you need to be armed 
with all the straightforward information needed to determine whether a brag book is right for you.  

1. Is a brag book worth the time applied to putting one together?

Undoubtedly, you will spend several hours accumulating materials for your brag 
book, with a few hours here and there to keep your “master” brag book up to 
date — spread over several months and years, of course. The best practice is 
to keep a master brag book for your records, while providing HR managers and 
recruiters with updated, relevant, and professionally presented “copies” of your 
book, which they can then keep, pass on to colleagues, and so on. 

Certainly when you factor the number of hours allocated to putting a brag book 
together, you want to make sure you aren’t wasting precious time … time 
better spent on other job-search activities.  

A brag book is somewhat of a risk, and without knowing your short- and long-
term return-on-investment, you’ll somewhat march through the project a little 
bit blind — not knowing whether you’ll have any ROI at all.  

But, let’s say you’re in the ideal career field for a brag book. Then, the real question should be: Are you willing 
to take the chance of not having one if there’s only one person interested in viewing it? No matter how you 
spin it, someone at some point will be interested.  

Now, back to the original question: Should you take the time to collate one? Hell yes! 

A brag book should reflect thoroughness and attentiveness on your 

part, and therefore, outweigh any time spent compiling it. 

A jobseeker needs the added edge … and a targeted brag book can help provide that added touch that others 
ignore all too often. 

It’s worth noting that a brag book comes in particularly helpful when targeting a specific company, or maybe, 
an industry-specific recruiter. When you have the right career destination in your sights, finding the right path 
to it becomes easier — and it’s no different when you have your sights set on a specific job too.  

“I think brag books are important … for many other interview situations,” says Frank Heasley, 
president and CEO of Medzilla. “It always helps to bring along some sort of portfolio of the 
things that you’ve accomplished in your career — things you would not include with your 
resume but that certainly serve as points of discussion to enhance communications with the 
person that you are talking with.” 

2. Who can benefit from a brag book?

Individuals heavily involved in generating bottom-line revenues, sales, and so on, are the best candidates to 
benefit from a brag book. You don’t need to have any specific job title per se; but if your job focuses heavily 
on any one or more of the following, chances are you have what it takes to aggregate a great brag book.  



Page 9 of 9 How to Design, Write, and Compile a Quality Brag Book 
Written by Lena Jackson; © 2020, The Resume Fix, LLC

� Business Development/Sales 

� Executive Operations/Consultancy 

� Operations/Facility Management 

� Human Resources/Staffing (when heavily based on improvements/efficiency/results) 

� Financial Analysis/Realignment 

� Business Steering/Restructuring 

It’s questionable whether engineers, administration personnel, medical staff, and other task-heavy positions, 
for example, should possess a brag book. Jobs that inherently or routinely don’t focus on bottom-line results, 
such as revenue generation and cost savings, make compiling a brag book rather difficult. No doubt, there are 
some job roles where a brag book just isn’t feasible. Let’s face it. The brag book is designed to include 
accomplishments and “braggable” material. If you’re in a position where outlining bottom-line results is 
routinely difficult to identify and quantify, reconsider whether a brag book is right for you.  

3. What’s the point of

having a brag book?

A skimmer; a page flipper; a pair 
of distracted eyes … regardless of 
which you encounter, a brag 
book offers those with short 
attention spans the ability to walk 
away with a copy of your brag 
book. Basically, a brag book gives 
you the opportunity to provide a 
“leave behind”; something to 
provoke the hiring manager to 
learn more about you.  

� What if the interviewer only 
skimmed your resume?  

� What if the interviewer was 
distracted during the 
interview and only heard a 
fraction of what you said?  

The above represents examples of the challenges a brag book can help you overcome. A brag book provides 
one additional “vehicle” to the hiring manager to help further sway him into looking at you in more detail, and 
hopefully, offering the evidence needed to offer you the job — or minimally, call you in for another interview.  

4. What’s does the brag book contain that my resume does not?

One could argue that a resume is rather rigid with only a few acceptable headers that readers wish to see; i.e. 
education, professional experience, and objective/summary. The brag book takes your information much 
further by including more in-depth categories (presented under tabs) such as letters of recommendation and 
annual performance reports. Specifically, a brag book reflects all those “feathers in your cap” that you wish to 
relay to the reader yet couldn’t find room for elsewhere.  
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5. Can a brag book be general? Must it cater to a specific person or
company?

A brag book can be general, much like other job-search documents. One notable issue with a general brag 
book: you’ll miss an opportunity of adding more value and relevance for the hiring company / brag book 
recipient.  

Put yourself in their shoes. 

Would you prefer a general brag book, relevant to anyone and everyone, or would you like to see a book that 
has been personalized and speaks directly to you?  

Whenever humanly possible, produce a brag book that caters specifically to each interviewer and/or hiring 
company — only if you wish to enhance your hire-ability factor even further, of course.  

6. Is it possible to fill a brag book even if you don’t possess prior sales,
management, or executive experience?

Bragging is universal across a high number of career fields and industries, yet the answer to this question is 
“maybe.” The sole purpose of a brag book is to reflect your greatness, as I mentioned above. There’s no sense 
in cushioning the answer, because it’s all about presenting you as a better, more effective, more efficient, and 
more profitable hiring choice. If you don’t have enough “bragging collateral,” often prevalent with those in 
sales, management, or executive roles, coming up with an adequate amount of braggable detail can make 
filling a brag book extremely difficult. When faced with this dilemma, abandoning a brag book — at least for 
the time-being — may be necessary.  

7. Is there a time when a brag book is too big? 

Determining the right size is really between you and the people viewing it. To keep the contents of your book 
fresh, thoroughly weigh the relevance of each piece of material, which should help keep the book to a 
reasonable size.  

When unsure on the ideal size of your brag book, pay attention to interviewers when they pick it up and thumb 
through the pages. Do their eyes widen when you hand it to them? Do they skim and quickly hand it back? A 
reader’s actions and reactions will offer great insight into whether your finished brag book is too much, and 
subsequently needs a little nip and tuck. 

Should your brag book cover a specific time frame? Maybe 10 years? When faced with quantity (meaning your 
book is just getting too fat), shift your attention even further towards quality. For example, let’s say you 
secured and later saved a $250,000 client with a former client. Right now, you have the achievement listed as 
a bullet point under the sales achievements tab of your brag book. Taking a closer look at your career history, 
however, one learns that you now work with $5MM clients who sign 2- and 5-year contracts with your current 
employer.  

There are small achievements, and then there are those that add “WOW factor.” Typically, the best 
achievements to brag about are the biggest and the best. The $250,000 client takes a backseat and becomes 
overshadowed by the $5MM clients you now work with. Do you see where I’m going with this? 

BTW, it’s worth noting that the only time to stray from this formula is when you are intentionally taking a step 
back in your career.  
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8. Should the brag book be present at
every interview?

It’s tough reading people’s minds, do you agree? Who wants to 
read the brag book? Which interviewer even cares? Well, that’s 
the problem. There’s no black and white answer to such 
questions. So, plan to cover ground by bringing your brag book 
to every interview. Yes, it will be time consuming especially if 
you plan to personalize each book, but your efforts will 
eventually pay off.  

Presenting the brag book at the right time during an interview 
can be a challenge too. Should it be the first thing you present 
or maybe wait until the closing part of the interview process? 
It’s tough to say because every interviewer has different 
preferences, so improvise. Hold onto the brag book until you 
see a break in the conversation and when you feel comfortable 
making the introduction. A great time to introduce your brag 
book during the interview could be after the interviewer has 
exhausted his list of interview questions and subsequently hands the floor over to you. 

9. Can I use an online, soft copy brag book?

With today’s Internet age, going with a soft copy of your brag book seems like a logical next step. But, a soft 
copy introduces new challenges and issues not found with the traditional, hard copy version.  

For example, have you thought about … 

� How will I house the soft copy of my brag book — online, CD, etc? 

� How do I ensure hiring personnel will take that necessary step to view it? 

� If online, what service will I use? Will the brag book be password protected or viewable by 
everyone/anyone? How will the password be delivered to hiring managers? 

The biggest obstacles when opting for a soft copy are view ability and accessibility. Typically, a brag book is 
hand delivered within an interview, somewhat “encouraging” hiring managers to open and minimally skim the 
contents. When delivery is done by an alternate method, by compact disc, for example, you’re left with the 
hope that the hiring manager will go back to his computer, insert the CD into his computer, and spend time 
outside the interview to view your book.  

The same scenario falls true when your brag book is housed online. Will the hiring manager take the time 
needed to input a website address, type a password (if required), and skim the online web pages that make up 
your brag book? No doubt, it’s a gamble. 

What about my iPad? Will that work for hiring managers? 
Because you’ll spend a fair amount of time compiling your book, getting the most mileage from your efforts will 
be your ultimate goal. Although an iPad would work, how much time will the hiring manager spend reviewing 
your brag book on such a compact device? You could opt for a laptop, but again, there’s still the question 
about time spent reviewing what you expend so much time accumulating.  

Going with a print copy of my brag book sounds great, but my brag book is expected to be 1-2 inches thick. 
Keep in mind, all the content of your master brag book may not apply to every hiring company. The pages you 
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copy, compile, and provide to each book recipient should vary. For example, those awards you received from 
Canon back in the 1990s may be important when applying to Hewlett Packard, but not as important when 
applying to employers across other industries. The goal is to provide employers with the most relevant and 
important components of your brag book.  

10. Can you offer any added advice to help me develop a brag book?
Here are 5 quick key strategies for developing a great brag book: 

1. Focus accomplishments in your brag book to only those from the last few years; maybe 36
months to 48 months old. Why cover such a tight time frame? A-list actors will often say that they’re
only as good as his or her last picture, and the same may fall true with jobseekers. Readers will likely favor
recent and slightly older achievements over those from 10 to 20 years ago.

2. Hone in on a brag book theme. If you’re great at sales and building relationships with Fortune 500
companies, your brag book better reflect a fresh, impeccable record of accomplishments with companies
of that size and financial caliber.

3. Avoid making your brag book a catchall portfolio. Weigh every item you place in it. Ask yourself a
couple of main questions. Does this inclusion mean anything? Will employers even care about it? Think of
each item placed in the brag book as an A-player or B-player. B-players should likely be benched (placed
in a less dominant position), or cut from the team.

4. Ensure the book is organized and easy to follow. As with any other compilation of materials, look at
your finished resource through the eyes of its readers. Are the sections easily marked? Are the reports
and/or lists of accomplishments appropriately organized by date, size, and relevancy?

5. Update the brag book monthly, biyearly, or minimally, several weeks before you begin
searching for a new job. Conducting a regular update avoids the need to frantically search around
looking for documentation, sales figures, percentages, and other details. A regimen of continuous updating
means newly added data is fresh in your mind, and will ultimately make the task easier to complete.

The Bitter Reality 

You’re not the only jobseeker looking for a job. Shocking, I know! 

In the smallest town or the largest city, you’re contending with an unprecedented number of competitors. 
They’re coined “competitors” simply because you’re competing against them for the limited slots open in 
today’s crowded job market. In the last 5 years, jobs were highly sought after — no surprise there. But today’s 
openings are seeing record numbers of applicants … extraordinarily high numbers, in fact! 

Want more bad news? 

Forget those who have recently lost jobs — thinking about those who are employed, yet planning to change 
jobs or restructure their careers can be mind-boggling too. So when you combine the droves of unemployed 
persons who are actively searching, career changers, new college grads, and the run-of-the-mill, employed-
yet-always-on-the-market jobseekers, well, reality can set in … and quickly!  

How many others are there with your exact skill set and list of accomplishments, or worse yet, how many 
possess something better? 

You have no choice. You must outshine, outperform, and outdo when it comes to maneuvering the job-search 
gauntlet. Failure to do so, and your job search continues while another revels in the position that should have 
been yours.  

With increased job-search competition, a brag book suddenly becomes a make-or-break component for 
jobseekers — it’s that simple. 
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Your Brag Book 
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Brag Book Content 

The following content suggestions are not all mandatory elements to a 
brag book. At this point, hiring managers and recruiters keep an open 
mind with brag books, so the exact tabs in your brag book may differ 
from others with a similar skill set.  

Potential brag book contents could encompass: 

1. Resume/Cover Letter

Including a resume and cover letter isn’t a necessary element of a brag 
book, but these documents do provide the hiring manager the ability 
to read and consider your skill set — one more time, if only for a 
moment.  

To avoid confusing the reader, include the cover letter and resume you 
originally submitted at the time of applying for the job. Include a 
different resume, and you might throw off the reader. 

2. Professional Awards

The object is to always keep the pages of your brag book up-to-date and fresh, so encompassing awards from 
the last 5-10 years are a great idea. For those with extensive histories of performance, including awards 
beyond 10 years is acceptable as well.  

Are there some awards that overshadow others? Yes. Employee of the Month awards don’t hold as much 
weight as Employee of the Year or Salesman of the Year.  

What types of awards should you include?  

The following represents a sample list of awards you might want to include: 

� Employee of the Year 

� Salesman of the Year 

� President’s Club 

� Enterprise Club of Achievement 

� Winner’s Circle 

� Chairman’s Circle 

� Best in Brand 

� Anniversary Cup 

Should you include military awards? It depends. For those presently separating from the military, awards 
received while active military are likely all you have to include. For those who separated from the military a few 
years back, however, assess whether you now have enough civilian awards to exclude or begin “shaving” 
military awards down to a smaller number. It’s worth noting that military awards don’t always hold the same 
value as civilian awards. 
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3. Recommendation/Recognition Letters From Superiors/Clients

Creating a tab in your brag book to encompass recommendation and recognition letters from superiors and 
clients is a great strategy, as letters help add “voice” and introduce validity to the statements contained in your 
resume, cover letter, and yes, brag book. Let’s say, for example, that your brag book contains the following: 

“Grew the SW Florida area from $1.5M to $4.13MM between 2007 and 2010.”  

Ideally, a recognition letter from your boss indicating your success over that 3-year period tells the reader that 
you’ve performed at the level stated. Possessing a letter from one of your customers secured during that 
timeline would be great too!  

Do you see where I’m going with this? 

Of course, this is an ideal situation. Our customers and bosses inherently avoid talking about financial aspects, 
so getting letters that highlight numbers and percentages might be a challenge — if not impossible.  

Just do your best. 

4. Detailed lists of sales and/or management achievements that wouldn’t fit into (or
be appropriate in) your resume

A resume can only house so much detail, making the brag book a great place to go a little wild with 
accomplishments. The achievement category can entail all those feathers in your cap. For example, it might 
include revenue and sales reports, detailed management achievements (e.g. realignment of staff, internal 
restructuring, introduction of new technologies), and 
other secondary accomplishments that didn’t make the 
cut for your resume.  

What else can you include in this section? 
How about … 

� Specifics about new clients; list client names * 
� Successes relating to per-client sales 
� Improvements to your workforce/team 
� Increases in bottom-line revenue and sales 

* presuming you’re not confined to a confidentiality 
agreement with a current or past employer 

5. College Degree(s)/Continuing Education Certificates

Don’t feel inclined to include copies of your college degrees or CEU certificates; doing so is strictly your 
preference. Completed college degrees should already be mentioned in your resume, so providing actual 
copies of your degree might be redundant.  

Continuing education certificates can get bulky, too, especially if you’re an avid participant with advanced 
training. In this case, a detailed list of all continuing education is likely the better option.  
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A sample header for listing the training could look something like this: 

Name of Training Administered By # CEUs  Date 
Effective CRM New Horizons 2 September 2010 

6. Non-Confidential, Personally-Cultivated Sales Spreadsheets

Sales professionals (or those with sales as part of his or her job roles) have the best opportunity to expand 
brag books to include broad and deep sales information. Sales spreadsheets enable you to shine for potential 
employers — particularly useful for professionals who have a long record of building client accounts, expanding 
market share, growing sales and bottom-line revenues, and so on.  

How much sales detail should I provide? 

How you present and how much you present is up to you. For the Sample Sales Spreadsheets & Charts 
contained on page 35 of this book, sales were broken down by month. However, you might package your sales 
volumes by month, quarter, or year — or include a combination of these. 

When deciding between monthly, quarterly, or yearly, ask yourself which representation puts your sales 
achievements in the best light.  

What should I do for those months where sales were negatively affected by the bad economy? 

At some point, you may have blemishes within your sales record for circumstances in and out of your control. 
Confident sales professionals know that not every road is a yellow brick road. Certainly sales professionals 
want to strive to meet and exceed employers’ expectations, and you should be no different. Anytime your sales 
volumes don’t meet sales quotas, don’t worry about it too much, but definitely follow any sales losses with 
attractive sales gains. Employers are willing to overlook negative sales activities, especially when those sales 
are followed by favorable (preferably sizable) sales gains.   

7. Social Media Activities 

Something new to brag books is the inclusion of social media activities that 
are professional, and preferably, relevant to your job search. Let’s say for 
example that you head a LinkedIn group that caters to the pharmaceutical 
sales industry … and as luck would have it, you’re focused on a 
pharmaceutical sales position with a major drug company. This is an ideal 
situation where including your social media activities is preferred. 

Some social media activities are irrelevant and probably best left unknown 
to hiring managers, however. For example, MySpace is considered a social 
media activity yet hiring managers tend to show little interest in the site.  

Some of the more prominent and professional social media activities include Facebook, LinkedIn, Twitter, Ning, 
and BlackPlanet.  

Not sure about adding social media activities? 

A survey included within a presentation given by Brooke Watts and Francois Dufour on LinkedIn 
indicated an increasing number of recruiters and HR personnel plan to spend more time and money on 
professional social networking forums.  
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One could take that claim to mean the obvious sourcing for candidates, but it could also have a less-than-
favorable flip side, meaning an intended growth to also leverage online tools to prescreen candidates. No 
problem for those who carry themselves professionally online. But always be very, very, very careful what you 
put online because your words can help you, or bite you in the butt. It’s also worth noting your social media 
activities will *live* on the Internet for an undisclosed amount of time, possibly viewable by talent recruiters 
for years, so keep that in mind as well. 

Take the following as a prime example of what **not** to include: 

A good rule of thumb to follow, and to keep your 
online, professional “world” from being tarnished: 

Conduct yourself online in such a way that you’d be comfortable 
having your priest, mother, and children view your activities. 

8. List of Personal/Professional References

Although the inclusion of references might seem like an unusual addition to your brag book, this simple add 
just might save your fanny once or twice. How many times have you been asked to provide references during 
an interview and proceed to your iPod or Blackberry looking for contact names and phone numbers? Keeping a 
simple sheet of references updated and included in your brag book can help you save a step … and perhaps 
save a small amount of your sanity too. 

Informing hiring managers that your references are under one of the tabs of your brag book can provide one 
more incentive for individuals to crack the pages of your brag book.  

Sneaky, right? 

9. Miscellaneous Accolades

Miscellaneous accolades could be just about anything that you can’t find an appropriate spot for elsewhere. 
Just be cautious to only include the stuff that’s important; job offer worthy, if you will.  

10. Your Plan of Action

One of the more interesting and relevant sections of a brag book is the inclusion of your sales or management 
plan for the potential new employer. This section works exceptionally well when you have deep insight into the 
potential employer, which might include an upcoming merger and acquisition, business expansion plans, staff 
restructuring goals, and so on.  
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A plan of action outlines your intentions, goals, and vision for the company once hired. Tap every network 
connection, online resource, newspaper, business journal, and industry magazine to help you flesh out a plan 
of action, in order to get that added edge when developing this section of your brag book.  

Your action plan could encompass strategies for … 

� Improving staff efficiencies 

� Developing new business / expanding territories 

� Growing sales and bottom-line revenues 

� Strengthening customer relationships 

� Building value-added resellers (VARs) 

� Leveraging alliances 

� Tapping your “Rolodex” of connections 

� Producing new products and services 

� Advancing staff training  

� Increasing sales team performance 

11. Other Content Suggestions for Your Brag Book

� Details relative to prominent or high-profile projects

� College transcripts (entry level to established professionals)

� Copies of exceptional performance reports and that-a-boy memos/emails from employers

� Details of aptitude tests

� References to published articles or books that quote you, as well as, articles you’ve published

� Volunteer work (list only what you know the employer will wish to see)

� Official paperwork for credit history and other background checks (if you’re comfortable providing);
WARNING: exclude the use of personal information; i.e. date of birth and social security number
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Sample Brag Book Docs 
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Sample Brag Book Documents 

Telling you what’s appropriate for a brag book is secondary to showing you. Use the following page ideas as a 
guide for creating your own. A cover page and 5 categories have been included in this sample area. This layout 
should help inspire you during the design phase of your brag book.  

Cover Page 

Tab One: Cover Letter, Resume, and Reference Sheet 

Tab Two: Sales Plan for Protein Sciences, Inc. 

Tab Three: Degrees, Continuing Education, and Professional Memberships 

Tab Four: Recommendation Letters 

Tab Five: Sales Spreadsheets and Charts 

Tab Six: Other Mentionables 

Your book doesn’t necessarily need to contain these specified categories. Since each jobseeker has a different 
skill set, the depth of career varies to that of another, and training and education will be unique as well, so a 
brag book will differ from Jobseeker A to Jobseeker B.  

Much as you’ll examine, critique, and retool your resume and cover letter before sending it off, the same goes 
for the brag book. Don’t enter an interview with a substandard book that fails to sell your qualifications, 
knowledge, abilities, and capabilities. The book should package you as a unique and effective “product” that 
the hiring company would be crazy to overlook.  

If you accomplish this task using 5 categories, great. But, if more categories are necessary, use the space. 
Unlike other career documents, the brag book really doesn’t have a page limitation.  

The book should package you as a  
unique and effective “product” that the  

hiring company would be crazy to overlook. 
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Sample Brag Book Cover Page 

Several options are available when designing a cover page, so don’t feel confined to just one. Presenting just 
enough information within the cover sheet does provide the reader with a quick snapshot; i.e. who the brag 
book belongs to and contact information. Another technique is to add a teaser sentence, branding statement, 
or taglines that relate to the book’s focus.  

In Wendle’s case, a tagline has been included (Sales Manager with…) to introduce an added element of 
interest.  

Brag Book 
For 

Wendle Bradley 

“Sales Manager with 10+ years of medical/surgical 
device and capital equipment experience” 

1983 Winger Drive 
Springdale, PA 18325 

(814) 528-9745
wbradley@jitaweb.com 

Updated October 2010 

Contents include extensive sales spreadsheets, letters from current customers, month-to-month quotas, closed 
sales, awards, copies of college degrees, and references. 

QUICK TIP: Note the tag 
line “Sales Manager …” 

which was excerpted from 
the resume. The extra line 
adds some visual interest 
to Wendle’s candidacy. 

Download a sample cover page for your brag book @ 
http://www.resumebycprw.com/downloads/cover-page.doc 
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Sample Cover Letter, Resume, and Reference Sheet 

WENDLE BRADLEY 
1983 Winger Drive 

Springdale, PA 18325 
(814) 528-9745

wbradley@jitaweb.com 

October 10, 2010 

Minet Levis, Senior Director 
Protein Sciences, Inc. 
1841 Circle Drive 
St. Louis, MO 64079 

Re: Regional Sales 

Dear Mr. Levis: 

Attending a conference on new equipment development last month, I happened across Mike Phinc. He 
mentioned an opening with your group and stated I’d be a perfect fit. So, I’d like to throw my hat into the ring 
for this position. Mr. Phinc was kind enough to provide me with details on exactly what you’re seeking, and I’ll 
highlight that information here.  

First, managing multimillion-dollar territories with up to 10 direct sales representatives under my direction has 
been an integral part of my last eight years with Med Technologies, Inc. Mr. Phinc mentioned that you require 
a person to oversee a slightly smaller sales team, which is great, in my opinion. With my depth of knowledge 
handling a larger team, I can provide a more attentive management style to yours. 

Second, building sales from the ground floor and identifying new areas for extensive market growth has also 
been a major role of mine. Although my resume doesn’t detail my ground-floor career, I have built several key 
areas throughout the south and southeast part of the United States (i.e. Florida, Georgia, North/South 
Carolina, and Alabama). I utilize very aggressive marketing and promotions programs that produce optimal 
results from my team. 

Third, growing awareness of gynecological equipment. I had an impressive run in the 1990s within such an 
area. Although a short time, the combined intricacies of my experience will be highly valuable.  

Let’s get together. I’m willing to fly to Missouri for a meeting — or we can schedule some time to speak by 
phone. Call me at (814) 528-9745. I have a couple of afternoons available next week, if that works out for you 
as well. I look forward to speaking with you, Mr. Levis.  

Regards, 
W. Bradley
Wendle Bradley

Enclosures 

QUICK TIP: Think of 
adding a crisp copy of 
the home page from 
the company’s website 
after the cover letter. 
Again, it adds some 
additional detail. 
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WENDLE BRADLEY 
1983 Winger Drive 

Springdale, PA 18325 
(814) 528-9745

wbradley@jitaweb.com 

ASSETS 

Top-producing Sales Manager with 10+ years of medical/surgical device and capital equipment experience. 
Consistently successful at outselling market competition, capturing key accounts and increasing 
revenues. Competent scheduling and delivering hands-on training of physicians in surgical settings. Skilled 
at developing and expanding distribution networks. Excellent communication, presentation, and closing 
skills. Interview, hire, train, and supervise large staffs. 

PROFESSIONAL EXPERIENCE 

MED TECHNOLOGIES, INC., Los Angeles, CA 2/97 to Present 

Southeast Regional Sales Director, Surgical Division (10/99-Present) 

� Develop and implement sales and budgeting strategies to increase market share in a $6.8MM region
covering Florida, Georgia, Alabama, Mississippi, Louisiana, Tennessee, Kentucky, and the Carolinas

� Supervise 10 direct sales reps, 2 trainers, 11 specialty distributor reps, and 1 Large Core Breast Biopsy
Specialist

� "Regional Manager of the Year" - FY 1999/2000

� Achieved over 100% of quotas 7 out of 8 quarters

� #1 in highest sales volume for new products - 4th Qtr. 1999 and 1st Qtr. 2000

Eastern Area Sales Director, Gynecology Division (2/98-10/99) 

� Accountable for $2.4MM annual quota and management of sales activities in eastern zone of the United
States for newly created Gynecology Division

� Supervised 2 managers and 11 sales reps

� Successfully set up distribution of product line through 2 specialty distributors and combined
efforts in direct sales force. This resulted in quicker exposure to the marketplace

� Achieved highest area dollar volume of $250,000 in falloposcopy systems in the United States
- 2nd Qtr. and 3rd Qtr. 1997 combined

Gulf Coast Regional Sales Director, Urohealth Systems (2/97-2/98) 

� Developed an annual revenue objective of $3.8MM for the Florida, Alabama, Mississippi, Louisiana, and
Georgia markets

� Supervised 6 representatives and 1 clinical specialist

� Achieved highest increase ($637,000) over previous year in urological implant sales over 6
national regions

� Consistently achieved/exceeded quota for all four quarters

SURGICAL CORPORATION, Hartford, CT 6/94 to 1/97 

QUICK TIP: The same 
font and header are used 
from the title page to the 
resume, and beyond. This 
way, the entire brag book 

looks “related.” 
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Regional Sales Director, Auto Suture Division (Automated Instruments), Florida (4/96-1/97) 

� Managed and directed 4 sales reps and one area suture manager with a $5MM annual regional revenue
objective for each respective territories

� Interviewed, evaluated, trained and developed new sales reps in Connecticut and Florida divisions

� Coordinated marketing/sales activities with Auto Suture International Division in Central and South
America, the Caribbean, and Australia to recruit physicians for training

� Negotiated multi-structured contracts

� Achieved highest percent increase in new products - 1st and 3rd Qtrs. 1996

Sales Representative, Jacksonville, Florida (6/94-4/96) 

� Ensured achievement of $2.7MM quota through the sale of the full line of Auto Suture stapling, endoscopic
and suture products

� Trained surgeons, nurses and residents in the use of highly technical medical equipment and
instrumentation

� Negotiated several million-dollar contracts with targeted accounts

� "Salesperson of the Quarter" 5 times

� "Salesperson of the Year" for the Northern Region - 1994

� Runner-up "Salesperson of the Year," Automated Instruments Division - 1994

� Ranked #3 out of 60 sales reps in Percent Increase of new product sales - 1994

� "Winner's Circle Award" - 1995 and 1996

� Attained quota 12 out of 14 quarters

BOUNDARY HEALTHCARE PRODUCTS CORPORATION, Columbus, MS 3/92 to 6/94 

Operating Room Sales Specialist, Florida 

� Accountable for $1.2M quota through the sale of disposable pack, gown and related products to surgery
and labor/delivery wards in South and Central Florida

� Gained 30% sales increase in 1992 and 60% increase in 1993

� Ranked #2 in division of 20 in 1992 and 1993

� Boosted territory from 12th to 5th position out of field of 47 nationwide

EDUCATION 

BACHELOR OF ARTS DEGREE IN SOCIOLOGY, Boston University, Boston, MA 
Minor:  Marketing; GPA: 3.2; Honors in major 

SURGICAL CORPORATION TRAINING PROGRAM, Hartford, CT 
Comprehensive training in surgical stapling, laparoscopy, aseptic techniques, surgical terminology, anatomy 
and physiology 
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WENDLE BRADLEY 
1983 Winger Drive 

Springdale, PA 18325 
(814) 528-9745

wbradley@jitaweb.com 

PROFESSIONAL REFERENCES 

John Spencer, President 
Springdale Chamber of Commerce 
(814) 527-9941
j_spencer@springdalecoc.com

J. Donald Brown, Director of Sales
Med Technologies, Inc.
(814) 521-1251
johndbrown@medtech.com

Andrea Anu, General Manager 
Surgical Corporation 
(814) 527-3588

PERSONAL REFERENCES 

Janie Probst 
(954) 715-6597

Mike McIntosh 
(814) 526-9855

Samantha Guard 
(814) 521-5967

QUICK TIP: Three and 
three isn’t a magic 

number, but it does keep 
a jobseeker from offering 
too many references … 

or too few. 
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Sample Sales Plan for Fictitious Employer: Protein Sciences, Inc. 

SHORT TERM (within next 3-6 months) 

� Conduct weekly strategy meetings with the President, Vice President, and Board Members to provide

project updates, consult on daily operations, and discuss and strategically map project phases.

� Oversee, audit, and cut financial overhead by 18% within the first 6 months. Manage the department’s

P&L statement and keep marketing programs within/below budget.

� Present high-impact sales presentations that focus on product and service benefits; train members of

the sales team on leveraging magnetic marketing techniques. Avoid addition of new staff to the

payroll; optimize existing staff levels through job shadowing, staff training and coaching.

� Participate and build key relationships using friendly and information-based train-the-trainer sessions,
which encompass C-level executives, directors, managers and other high-end professionals.

LONG TERM (within next 12 months) 

� Implement new selling programs and internal systems for the sales team to generate new, repeat and
referral sales by an estimated 35% to 75% within the first 12 months.

� Improve business development and corporate communications; e.g. the company newsletter and
website to further accommodate its intended audience.

� Renegotiate contracts with the entire durable medical, home health and skilled nursing provider
network to offer additional perks to clients along with adding a new revenue stream to Protein
Sciences’ bottom line.

� Build the client base to include Fortune 2000 accounts. Eliminate outdated cold-calling techniques for
quality strategies, such as relationship building/management and requesting client referrals. Also,
leverage the use of social media and online networking.
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Sample Degree, Continuing Education & Professional Memberships 

As I mentioned previously, including a copy of your degree isn’t a mandatory 
element to your brag book.  

Minimally, a copy will add validity to your claim of owning a degree. 

It might surprise you that an estimated 40% of jobseekers lie about the 
amount of education held. As more jobseekers fail to disclose the truth, 
companies will increasingly expend the funds to uncover false credentials. 
You’re an investment for an employer. And like any investor, you will be 
researched before any “investment” is made. If not caught in the beginning, 
these liars should expect to be caught red-handed eventually. 

QUICK TIP: Use a top-
quality copier when 

copying your diploma. 
Never make a copy from 
a copy. Always make 

copies from the original  
— no exceptions. 
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CONTINUING EDUCATION 

2010 

Jeffrey Gitomer Sales Training 

Stephen Covey, Principle Centered Leadership 

Tony Robbins, Unleash the Power 

Professional Selling Skills 

Karrass Effective Negotiation Seminar 

Account Development Strategies  

Advanced ADS 

SPIN Selling 

2009 

Tom Peters, Innovation 

OSHA Safety Training 

Solution Selling Techniques 

Mergers and Acquisitions 

How to Manage Your Time 

Effective Sales Strategies 

Professional Selling Skills  

QUICK TIP: For trainings 
that are a bit vague, such 
as “Unleash the Power,” 
you might add a short 

description so the reader 
has a better 

understanding of what 
the training entailed. 
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Provide a list, as displayed above, or certificate copies work too. When using copies, ensure each is of high 
quality, without edges cut off, folds/wrinkles in the paper, and so on. As the quick tip mentioned above, copy 
from the original certificate only. Never make a copy from a copy. The integrity of the document breaks down 
during the copying process, therefore, save the original for your master brag book and give away the copies. 
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PROFESSIONAL MEMBERSHIPS 

Member, Business Network International (BNI), 2007 – present 

Member, Toastmasters Club, 2005 – present 

Member, Springdale Chamber of Commerce, 2005 – present 

Pharmaceutical Sales Groups: 

Member, American Association of Pharmaceutical Sales Professionals (AAPSP), 2008 – present 

Member, American Pharmaceutical Sales Association (APSA), 2008 – present 

Member, National Association of Sales Professionals (NASP), 2004 – present 
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Sample Recommendation Letters 

Do you have recommendation letters hiding in a box or thrown into a file? Comments contained in those letters 
can be priceless nuggets, serving in some way as “votes” for you as a professional. Praise from superiors and 
customers also provide a nice “live voice,” supporting your claims of performance. By integrating these letters 
into your brag book, or maybe even using selected sentences or phrases, you make a standard collection of 
papers come alive.   

Don’t have any recommendation letters? That’s unlikely, but if you do not, there’s no way around it. Expect to 
expend some time soliciting letters from current/past employers — clients, too, if the position you’re focusing 
on requires extensive customer interaction. Managers are routinely approached for recommendation letters, so 
don’t be surprised if your boss asks you to write the letter for his signature. Trust me. You want this situation 
to arise as it provides you a great opportunity to write a high-impact recommendation letter (AKA reference 
letter) that highlights your best accomplishments. 

Characteristics of a Recommendation Letter 
A typical recommendation letter is one page in length with approximately 3 to 5 paragraphs. If charged with 
the task of writing it, take full advantage of the opportunity. Create a letter that contains key points you want 
new and prospective employers to know about your work history. Insert client names, numbers and 
percentages, and other high-impact specifics, if possible. In addition, hone in on keywords/key phrases that 
are relevant to your career focus.  

A sales person, for example, focuses on a number of business development tasks to include account 
management, customer retention, cross-selling/up-selling, and so on. Targeting another sales position, the 
following snippet within a recommendation letter would be appropriate: 

“John did a great job of retaining iPro, a national client of ours. After a 
company restructuring, we were certain to lose the five-year contract; and with 
John’s help, we renegotiated and salvaged our relationship with the client, 
saving an estimated $1.2M in revenue.”  
— Michael Mondi, CEO, AsP Company 

To take full advantage of writing your recommendation letter, stay away from using fragments or sentences 
that revolve around soft skills. For example, “John has been a hardworking member of our staff for several 
years.” Using statements like these avoid measurable achievements. In fact, every jobseeker will claim being a 
hard worker (including those who are actually lazy). Incorporating soft skills won’t be detrimental to your 
recommendation letter, but will take space that could be reserved for more important details.   

How many recommendation letters are appropriate?  
A comfortable number of recommendations to include might be 5-15. But, the real challenge is not the number 
of letters, but the freshness of the letters. As cautioned above, ensure each letter is newer, preferably not 
older than a few years. The newer the better! 
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Kent Medical Group 
2229 Plainfield Drive Atlanta, GA  30307 
Phone 404-758-6600  Fax 404-758-6602 

October 1, 2008 

To Whom it May Concern: 

I have been a customer of Wendle Bradley for over seven years.  In that time, my group has purchased 
surgical supplies and received instructional training by Wendle through Med Technologies, Inc.  Sales have 
easily topped $1.2M over the last several years. Due to our high satisfaction with Wendle’s attentiveness and 
helpfulness, we’ve referred other top clients to him such as Atlanta Community Hospital and Atlanta Medical 
Group. 

Wendle Bradley is extremely proficient and knowledgeable, and provides us with the necessary medical 
equipment and supplies. He also supervises our local sales rep in the procurement of inventory needed for our 
group.  He is an exceptional trainer to the doctors in my practice, updating our doctors with the most up-to-
date surgical products to better help our patients.   

Wendle would make a valuable asset to any organization looking for an exceptional sales manager and trainer. 
I hope to further our business relationship with Wendle in the future. 

Feel free to contact me should you have any questions. 

Sincerely, 
Samantha Kent 
Samantha Kent, M.D. 
Director 

QUICK TIP: Notice the 
specifics: referral of 
Atlanta Community 
Hospital and Atlanta 

Medical Group. Specifics 
are always better than 

vagueness. 
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MedTechnologies, Inc. 

3659 Sepulveda Blvd. 
Los Angeles, CA 90018 
213-636-9872 phone

213-636-0084 fax

October 5, 2008 

To whom it may concern: 

I am pleased to write this letter of recommendation for Wendle Bradley. Wendle has worked with me at Med 
Technologies, Inc. for 10 years. He is exemplary in his position as a Regional Sales Manager and continues to 
serve with increasing skill in that capacity. 

Wendle grew our market share and territories by an amazing 27% within the first twelve months with the 
company. Sales have continually increased (from nearly 8% up to 48.2%) during his time with us. He is quite 
aware of the bottom line, and has a knack for recognizing and eliminating waste. 

I admire Wendle for his many valuable qualities, and regard him with evermore respect. Very goal oriented as 
well as a team player, Wendle is always keenly devoted to his work. 

Wendle demonstrated from early in his tenure that he understands what business is all about. I suppose doing 
well in business is easy if you are, as he is, driven in equal measure by both quality and efficiency. 

In closing, let me say I have no hesitation in recommending Wendle Bradley for any management position in 
sales. I feel confident he would be a substantial asset to your organization. 

Sincerely, 
Richard Green 
Richard E. Green 
Regional Sales Manager - Northeast 
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Sample Sales Spreadsheets & Charts 

Displaying detailed sales spreadsheet and various charts allows you to 
reflect the broadness and depth of your sales experience.  

The following represents only one of the many ways you can present 
sales data. Represented below is a monthly layout, however, you 
certainly could display sales data by quarter or year as well.  

MONTHLY COMPARISONS 

2009 July August September October November December 

Actual $999,986 $1,002,002 $1,004,914 $1,004,955 $1,007,236 $1,110,556 

Estimated $750,000 $750,000 $850,000 $850,000 $950,000 $950,000 

% Above 25% 26.2% 15.5% 15.5% 6.7% 15.5% 

In addition to offering the above sales comparisons, you might also include some key points that represent 
specific accomplishments you want readers to learn about that timeline as well.  

An example might look like this: 

Key points for 2009: 

� Secured a 5-figure contract with a local company that added over $100,000 to total sales for 
December and is expected to generate $1.5M over the next 3 years. 

� Maintained a consistent overage of estimated sales goals for the SE territory while other sales 
representatives were experiencing a decline in sales by an average 5% to 10%. 

� Generated nearly 7% to 26% increases in sales month after month, although estimated sales goals 
continuously rose over the 6-month period. 

� Received awards and recognition for nearly every month in 2009. 

2008 July August September October November December 

Actual $999,986 $1,002,002 $1,004,914 $1,004,955 $1,007,236 $1,110,556 

Estimated $750,000 $750,000 $850,000 $850,000 $950,000 $950,000 

% Above 25% 26.2% 15.5% 15.5% 6.7% 15.5% 

Key points for 2008: 

� Possessed approximately $1.8M in pipeline sales. 

� Opened a new market in February, which resulted in an added $200,000 in sales — 15% above other 
sales representatives with larger territories and more clients. 
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� Pursued and closed 5 major Fortune 500 accounts, resulting in a 19.5% increase in the overall client 
base for the company. 

� Generated 22% in new and repeat/referral sales for the second half of 2007 versus that of 2008. 

QUARTERLY COMPARISONS 

If comparing monthly sales percentages doesn’t provide what you’d like to relay, try comparing quarterly 
figures instead. Feel free to “repackage” your sales figures into whatever presentation puts you in the best 
light. Anytime you relay numbers and percentages, verify that totals are 99.9% accurate. You help add validity 
to your sales figures by ensuring your figures are more specific rather than vague. By representing your 
specific sales figures, you relay information perceived more on the side of fact rather than fiction.  

Third 
Quarter 
2008 

Fourth 
Quarter 
2008 

First 
Quarter 
2009 

Second 
Quarter 
2009 

Actual $2,006,916 $3,122,747 $3,464,643 $3,891,617 

% Above 64% 10% 11% 

Key points for quarterly comparisons: 

� Grew sales by $1.9M from the third quarter of 2008 to 
the second quarter of 2009. 

� Pursued and closed a nationwide medical provider last 
month for an estimated $900,000 in new revenue for the 
first 6 months; forecasted to be $5MM within the next 5 
years. 

� Cut sales team by 13% and expanded territories without 
hindering overall sales goals and quotas. 

� Participated with think tanks and focus groups to ensure 
that new products rolled out with established public 
relations and a demand in the medical community.  

QUICK TIP: Stumped on how 
to undercover areas of 
achievement? Start by 

examining this year to last year 
— and all other then-and-now 
scenarios. What did your client 
base look like last year versus 

now? What about sales? 
Quotas? Performance of your 

department, staff?  
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Other Mentionables 

Other Mentionables: 

� From 2006 to 2009, served on the board for JEAN 
Medical Group 

My understanding is that you don’t have JEAN as 
a client; therefore, bringing me aboard would 
immediately provide you with an inside track to 
adding the group to your client base. 

� Attended countless new product introduction seminars 
and classes over the last several years 

I’m aware that Protein Sciences, Inc., has a 
number of new products in the pipeline. You need 
someone who can consult during the research and development phase, on product packaging, 
and when devising programs to promote new product lines. I’ve served in this role many 
times. 

� Develop curricula, train, and consult on a variety of surgical equipment and supplies. 

Although Mr. Phinc didn’t mention training as part of this position, it’s likely a component to 
the job. Starting back in the 1990s, I trained surgeons, nurses, residents, and non-technical 
attendees on medical and surgical devices. It’s definitely a task that I can handle well for 
your company. 

� On-going list of sales achievements and accolades. 

You’re seeking someone who will produce … and produce well. I have a long history of sales 
achievements and rewards (many of which aren’t detailed in the resume).  
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How to “Package” 
Your Brag Book 
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How Should this Information be Presented? 

What might surprise you is that a brag book doesn’t necessarily need to be a “book” at all. The documentation 
should be professional and neatly categorized into chapters or subjects, but not necessarily in book format. In 
fact, you can utilize something as simple as a colored folder or a slightly more costly, bound and professionally 
printed/catalogued booklet.  

The option you select is going to be indicative of how much is housed in your master brag book. A small 
number of documents can easily be placed within a folder, whereas 50-100 pages would best be housed in a 
3-ring binder (or a similar alternative). Keep size in mind when selecting the best delivery method.

Below are options to consider: 

� 3-ring view binders are available in a variety of sizes, from a ¼” up to several inches. “View”
simply means that it possesses a clear overlay on the outside so a title sheet can be inserted into the front
of the binder. The title page adds a nice touch. Plus, when leaving the brag book with the hiring agent that
person will continuously see your name as long as the book stays in his presence. A tiny bit of additional
marketing never hurt anybody!

� Report covers are a cheap alternative, as well, because they run about $2 per cover. Many hold 
up to 3” of paper and possess reinforced hinges for easy opening and closing, or have a three-prong 
system. The only challenge with using report covers is when dividers are introduced. The tabs tend to stick 
out beyond the cover itself. For some people, it may be an issue when factoring the overall finished quality 
of one’s brag book. 

� Presentation kits are typically used for business documentation. Maybe you’ve seen them while 
participating in a meeting or while attending a conference. A comb secures the pages between a front and 
back presentation cover. It’s probably the most costly option compared to the above two. However, if you 
plan to package a couple dozen brag books to hand out while going through the interviewing gauntlet then 
this is a prime option. The covers come in a variety of colors, plus you can always find a coordinating 
spiral/comb to go along with the color of the front and back covers.  

Whether you select a binder, report cover, or presentation kit that requires a binding machine (available for 
free at most office/business retailers), plan to go one step further by using page protectors and tabbed 
dividers. Page protectors keep copies crisp, prevent bent corners, and deter stains from dirty fingers. 
Introducing content dividers will keep the presentation orderly for readers — and for you too. It’s all about 
having a cohesive book. 

The brag book is a piece of jobseeker communication. I think we both agree on that. A higher-end book will be 
more accepted by readers. It’s all about presenting excellence. After all, you’re a quality candidate so 
everything associated with you should be high end as well.  

“It’s all about presenting excellence.” 
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Additional Resources for Building Your Brag Book 

Paper Direct 
http://www.paperdirect.com 
Offers bordered paper, presentation folders, report covers 

Office Depot 
http://www.officedepot.com 
Offers a support center to help you produce copies of your brag book 

How to Assemble a Brag Book 
http://phoenix.jobing.com/blog_post.asp?post=3311 

How to Create a Brag Book; Use for Any Job Interview 
http://searchwarp.com/swa235514.htm 
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Book Reviewers 

I would like to give a big thank you to the following colleagues, job boards, jobseekers, and other career 
professionals who took the time out of their busy schedules to review this book. Should you contact any of the 
following, be sure to tell them I said hi.  

1. Billie Sucher, Billier Sucher Career Transition Services; billiesucher.com

2. Beverley Drake, Freelance Writing & Editing, bdcprw@aol.com

3. Julie Rains, Wise Bread Writer at Killer Aces Media, wisebread.com

4. Greg Faherty, A Perfect Resume … and More, a-perfect-resume.com

5. Susan Barens, Career Dynamics, yourbestmarketingtool.com

6. Diane Irwin, Dynamic Resumes, dynamicresumesofnj.com

7. Michelle Mastruserio Reitz, Printed Pages Professional Resume Services, printedpages.com 

8. Robert Mandelberg, Creative Edge Resume & Writing Service, LLC, creativeedgeresumes.com

9. Bettie Biehn, Career Change Central, careerchangecentralllc.com

10. Cindy McGeever, DerrJones, Inc., derrjones.com/top-sales-jobs.com

11. Jean Cummings, A Resume For Today, aresumefortoday.com

12. Ann Baehr, Best Resumes of New York, e-bestresumes.com

13. Debra O’Reilly, A First Impression Resume Service, resumewriter.com

14. Donna Tucker, CareerPRO Resume & Writing Center, 4greatresumes.com

15. Barb Poole, Hire Imaging, LLC, hireimaging.com

16. Denette Jones, Jones Career Specialties, jonescareerspecialties.com

17. Mary Jeanne Vincent, Career Coach Mary Jeanne Vincent, careercoachmjv.com 

18. John Burkhardt, Director of Operations, Medzilla.com
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