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During the lockdown periods this year, I have had unprece-
dented demand for direct coaching support. Many of these 
requests have been in the form of wanting help in managing 
the process of finding new roles as a consequence of the 
pandemic. It is with great pride that I can say almost all of the 
candidates that I have been coaching with these needs, have 
now been offered and accepted new roles. So, despite it being 
such a tough jobs market, it has been possible to stand out 
from the crowd. Each one of these coaching situations is a 
unique story in itself. However, I thought in this article I might 
share some of my observations and approaches that have 
helped, especially as now there is even more reason to be 
positive with vaccines becoming available shortly and the 
possibility of normality appearing on the horizon.  

The first key is - Optimism.  You will prevail!  When faced with 
the daunting task of looking for a new role, I notice the starting 
point is the building of self-belief. This is not blind optimism but 
instead, a rational, determined outlook that the candidate has 
an array of marketable skills and we need to identify and find 
just one of the many thousands of businesses that want to use 
them.   

Secondly - Be selective. So often, I find myself coaching 
candidates who have found themselves in their second or third 
organisation in a single year and still find themselves in the 
wrong culture. This is primarily due to the desire to have any 
role versus finding the right organisation and then the right 
position.  

My top tip is to identify the type of organisations you want to 
work in. Make a clear list of criteria you are looking for, what is 
important to you and identify those businesses that fit that 
criteria. Now, investigate what roles they may have. At worst, 
with this process, you will have a faster recognition of “best fit” 
organisations when they appear which you can then pursue. 
With this approach, there is a greater likelihood that you will 
settle in and have a greater impact on a business faster. I also 
recommend testing out the sales blurb being spouted by the 
recruiters and quite often the senior hiring managers by talking 
to staff who already work in the organisation. Mystery shopping 
them reveals much about an organisational culture too. 

Thirdly - Remember it’s a buying process?  Treat yourself as 
you would a product or service bring offered to a customer. If 

you are in sales, you have no excuse; this is a buying process, 
so get customer-centric!  What and how can you have an 
impact on the organisation’s needs? This then begs the 
question; Do you know their organisational goals and challeng-
es? Can you articulate how exactly you can impact those 
challenges? Remember the recruiters are trying to answer two 
questions. Firstly; Can you do the job? And secondly; Do I 
want you to the job?  How do you compare to others, how well 
do you fit my selection criteria? These criteria are usually 
provided in black and white on those job adverts, but you may 
have to uncover the un-said ones and learn what they really 
mean. 

Fourthly - get organised. You need to create a pipeline of 
opportunities. So, start with creating a broad funnel and identify 
the key aspects each one is looking for. Note, if you don’t meet 
the top four criteria of the opportunity drop it, it will just slow 
you down and with the number of candidates available right 
now you are being hopeful rather than rational. Track each 
opportunity, identify each stage and have a clear objective for 
each step. Recognise key stakeholders and their different 
needs, capture learning and feedback from each part of the 
process. I spend considerable time with candidates reviewing 
the content and rehearsing presentations. The product of all 
this organisation is clarity and impact when you need it most. 
So often the learning from one interview process is pivotal in 
that crucial discussion for the role you want.
When writing this, I am reminded of one of my favourite 
quotes; “There is no passion to be found playing small—in 
settling for a life that is less than the one you are capable of 
living”. – Nelson Mandela. If you would like help in developing 
your career path, we can together create a coaching relation-
ship that works for what you need to do. Drop me a line now as 
the right organisation and role is out there waiting to find you.

Best wishes 

1 December 2020

Ian H�ell

Standing out from the crowd?



Sainsbury’s Finance

Tesco Personal Finance

Santander UK

Nat West/RBS

M & S

Halifax

HSBC

Lloyds Bank

TSB Bank

Barclays Bank

Virgin Money

3.6%

3.4%

4.5%

7.9%

4.4%

9.9%

6.1%

15.4%

9.9%

10.9%

3.9%

Personal Loan Rates 
(as at 25/11/20)

Unsecured Personal Loan Rates sourced from lenders websites on 25/11/2020. Based on £5,000 loan over 36 months and subject to underwriting. These 
advertised rates should apply to 51% of all customers accepted for a loan on the advertised T’s & C’s. Some rates may only be available to existing customers. 

Economic & Market Overview

Key Economic
Data Summary
(as at 26/11/20)

CPI (October)  +0.7% Up from previous report

CPIH (October)  +0.9% Up from previous report

Employment Rate (July-Sept’20) 75.3% Lower than previous report

Unemployment Rate (July-Sept’20)  4.8% Higher than previous report

GDP (September ‘20)  1.1% Fifth consecutive monthly increase

BoE Base Rate   0.1% Unchanged from previous report 

LIBOR (6M GBP)   0.06275% Prices have risen since previous report

Crude Oil  $45.71 a barrel Prices have risen since previous report

Gold  $1,814.67 per oz. Prices have fallen since previous month

Annual change   +7.3%

Quarterly change   +4.0%

Monthly change  +0.3%

Average price   £250,475

National House Price Index
(source: Halifax Banking Group as at 06/11/20)



HMRC Monthly property transactions data shows a fifth 
consecutive monthly rise in UK home sales in September. UK 
seasonally adjusted residential transactions in September 2020 
were 98,010 – up by 21.3% from August. The latest quarterly 
transactions (July-September 2020) were approximately 63.6% 
higher than the preceding three months (April-June 2020). Year on 
year, transactions were 0.7% lower than September 2019 (2.4% 
higher on a non-seasonally adjusted basis).
(Source: HMRC, seasonally-adjusted figures) 

Mortgage approvals rose in September to the highest level seen in 13 
years. The latest Bank of England figures show the number of 
mortgages approved to finance house purchases, rose by 7% from 
August to 91,454, down from a rise of 27% reported in August. 
Year-on-year, the September figure was 39% above September 2019.
Source: Bank of England, seasonally-adjusted figures) 

Results from the latest (September 2020) RICS Residential Market 
Survey continue to show a strong upturn in activity across the 
market, as enquiries, agreed sales and new listings all rose for a 
fourth consecutive month. New buyer enquiries displayed a net 
balance of +52% from +63% last month, with new instructions +39% 
(+45 previously) and agreed sales +55% (+61% previously). 
(Source: Royal Institution of Chartered Surveyors’ (RICS) monthly 
report) 
Money & Credit October 2020 – Bank of England 30/11/20
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source Halifax Banking Group as at (06/11/20)
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Money & Credit
Bank of England 30/11/20

Consumer credit
Household’s consumer credit remained weak in 
October with net repayments of £0.6 billion, 
unchanged from September. Since the 
beginning of March, households have repaid 
£15.6 billion of consumer credit. As a result, the 
annual growth rate fell further in October to 
-5.6%, a new series low since it began in 1994.

Within consumer credit, the weakness was 
driven by a net repayment on credit cards of 
£0.4 billion, broadly unchanged from the £0.6 
billion repaid in September. Other forms of 
consumer credit were broadly flat on the month 
with a small net repayment of £0.1 billion. The 
annual growth rates of both components fell 
further, to -13.0% and -2.0%, respectively.

The effective rate on interest-charging 
overdrafts was 19.70% in October, above the 
rate of 10.32% in March 2020 before new rules 
on overdraft pricing came into effect. Rates on 
new personal loans to individuals increased in 
October by 37 basis points, to 5.15%, but 
remain low compared to an interest rate of 
around 7% in early 2020. The cost of credit 
card borrowing was broadly unchanged at 
17.96% in October.

December 2020

Businesses borrowing 
from banks
Overall, private corporates repaid £6.6 billion of 
bank loans in October, broadly offsetting the 
strong issuance in financial markets. The 
average cost of new borrowing from banks by 
all PNFCs ticked up to 1.69%, 4 basis points 
higher than in September. The rate compares 
with 2.56% in February 2020.

Within overall corporate borrowing, small and 
medium sized non-financial businesses continued 
borrowing from banks. In October, they drew down 
an extra £1.7 billion in loans, on net. SMEs have 
borrowed a significant amount since May, and as a 
result the annual growth rate has risen sharply, 
reaching 23.9% in October, the strongest on 
record. Interest rates on new loans to SMEs 
increased by 11 basis points to 1.83% in October, 
but remain well below the rate of 3.44% in 
February. Rates have risen gradually over recent 
months from a trough of 0.98% in May.

Large non-financial businesses made net 
repayments of £6.7 billion to banks in October. 
This continues the significant net repayments 
seen since May, including £6.8 billion in 
September. This trend has pushed the annual 
growth rate of borrowing by all large 
businesses negative, to -2.1% in October; the 
lowest since January 2015.


