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Ways of Increasing 
Your Marketability

 If you think promotion is something to 
think about only after you enter and settle 
down within an organisation, you are 
wrong. If you think that by doing your job, 
you will naturally be up for a promotion, 
you are wrong too. Taking a passive 
stance towards your career only means 
low visibility for yourself, your efforts, and 
your aspirations. The aim is to make sure 
you are well on the radar when there are 
opportunities for promotions. 

REPUTATION DOES MATTER
Reflect upon your own position in the 
industry and with your career aspirations.  

Employers are looking for employees who 
can show that they have created traction 
in their current roles – people who can 
grow with their jobs and make a real 
contribution to the business.  That means 
building a career, not just working in a 
series of jobs. Commitment and in-depth 
experience are much more attractive than 
short-term opportunism.

There is a recognised phenomenon of 
‘promiscuous job seekers’, who hop 
between jobs, spending perhaps just 12 
to 18 months in each.  It is very difficult 
to make a genuine contribution in such a 

short time, meaning that someone can fill 
a position but have no real achievements 
to showcase. There is a widely-held view 
that changing jobs frequently provides 
good exposure and increases your market 
value. This is a very short-term approach.  
Frequent moves might bring you a salary 
increase, but they will not help to build real 
long-term value and show stability and 
contribution to the employer you have 
chosen to work for. 

If you hop from job to job, it is easy to 
get trapped in a pattern where you have 
no track record of growing with a job and 
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moving up within the company.  Always 
ensure that you can demonstrate several 
key achievements in each job before 
moving to the next role as this will give 
you the experience a new employer 
is looking for whilst also giving you a 
satisfactory sense of accomplishment. 

BE EXCELLENT AT WHAT YOU DO
You probably already know this but it is 
indeed true. The first thing you should 
definitely do is to excel in your job. Take 
whatever that is on your plate and do 
it really well. Good performance and 
results speak for themselves, and will do 
the selling for you in a promotion or job 
interview situation.

You should consistently plan and prepare 
to ensure your skills and abilities are 
on par with your career ambitions. 
Differentiating yourself from the rest of 
your colleagues is vital.  You need a good 
grasp of your own skills and key strengths 
before you can start convincing others 
that you are worthy of and due for a 
promotion.

Understand what makes you stand out 
from your peers and colleagues. Think 
through what you have accomplished, 
write them down and explain each 
accomplishment thoroughly and fully. 
Always make your answers specific, 
personal, and substantial when you 
describe the actual projects and their 
results. You need to be convinced and 
sure of your own achievements in order 
to ‘sell’ yourself. Most importantly, if 
possible, define the commercial impact 
of what you do and how you have 
contributed to the organisation’s bottom 
line. List the projects, campaigns, and 
revenues to illustrate your contributions. 

BE PROACTIVE – TAKE ON MORE
You need to show that you have an 
appetite for more challenges and 
responsibilities. The best way to do 
this is to volunteer for other projects or 
assignments, with or within your job 
scope.  Most effective are projects or 
assignments that are unpopular and 
high-risk but are of great value to the 
organisation. Even simple things such 
as putting your hand up as an internal 
trainer to share your skills and knowledge 
in your area of expertise can help build 
your presentation skills as well as your 
level of recognition across all levels of the 
organisation. 

The experience gained will get you more 
visibility and stand you in good stead for 
bigger and greater things. Your initiative 
will impress the management as it shows 
that you have the organisation’s goals in 
mind and are willing to play a key role in 
achieving them. 

PLAN AHEAD
In fact, you can start preparing for your 
promotion the day you start work. 
People have different career aspirations 
– some want a stable job and remain 
as a specialist; some aim to climb the 
corporate ladder. Check with the human 
resources department to identify your 
promotional opportunities and ask 
for the job descriptions or prior job 
announcements for the jobs that you can 
be promoted to.  You can let your boss or 
mentor know of your career ambitions 
and ask for his help to guide you along.  

Outline the major duties and 
responsibilities of those jobs you are 
after and match the skills, qualifications, 
and abilities that you need with your 

current ones so that you can plan your 
development. On a regular basis, chart and 
evaluate your progress. Voice out the type 
of training you need to get yourself there. 

NETWORK, NETWORK, NETWORK
If it is done right, it is a vital tool for 
gathering and disseminating information. 
The pool of contacts is a news source itself 
and before you know it, you will start 
hearing about jobs before they are being 
announced officially. 

Set aside a few minutes a day to network 
with peers and colleagues. Cultivate your 
contacts as building relationships requires 
time and effort. Only those who know what 
you are capable of and are willing to vouch 
for your character and skills will go the extra 
mile to recommend you for a promotion. 

As an accounting/finance specialist, it is 
important to network with your peers 
and colleagues inside and outside of your 
department. Be genuinely interested 
in other job functions and the specific 
challenges to gain a well-rounded 
understanding of how the entire company 
works and what is important to other 
job functions in the company. This will 
prepare you for more senior accounting 
and finance roles, particularly a manager 
or director, where you will need to interact 
and negotiate with other managers across 
departments as well as international 
reporting structures where a comprehensive 
understanding of your local company 
is critical and expected in making you 
successful. 

Pernille Storm 
Director, Accounting, 
Banking & Finance 
Hudson, Singapore



events
calendar

focus Quarter 4 - 2007   29

ACCA 
Toastmasters Club

Technical Seminar: 
Budget 2008 & Tax 
Updates
By Simon Poh

Technical Seminar: 
Companies Act 
By Gregory Vijayendran

ACCA 
Toastmasters Club

Technical Workshop: 
Accounting for 
Business Combinations 
By Sardool Singh

Technical Workshop: 
Accounting for 
Deferred Taxation: 
FRS12 
By Sardool Singh

Soft Skills: 
Groom for Success - 
The Art and Science 
of Looking Good 
(Ladies only)
By Justin Lim

ACCA/ICPAS Executive 
Power Lunch

Soft Skills: 
Mind Mapping for 
Business Workshop 
By British Council

ACCA/ICPAS Executive 
Power Lunch - 
Forecast and Trends for 
the economy in 2008
By UBS

Financial Services 
Network Presentation: 
Trading in Warrants - 
Potentials and Pitfalls

ACCA 
Toastmasters Club

Technical Workshop: 
FRS 36 – 
Impairment of Assets
By Sardool Singh

18 M
arch 2008

8 M
arch 2008

16 February 2008
15 January 2008

15 M
arch 2008

23 February 2008
26 January 2008

13 M
arch 2008

22 February 2008
23 January 2008

12 M
arch 2008

19 February 2008
19 January 2008

Cairnhill 
Community Club
2 CPD Units

Holiday Inn 
Parkview Hotel 
3.5 CPD Units

Sheraton Towers Hotel
3.5 CPD Units

Cairnhill Community Club
2 CPD Units

Marriott Hotel
7 CPD Units

Sheraton Towers Hotel
7 CPD Units

ACCA Singapore Office
4 CPD Units

M Hotel
1 CPD Units

British Council PDC
7 CPD Units

M Hotel
1 CPD Units

URA Centre
1.5 CPD Units

Cairnhill 
Community Club
2 CPD Units

Marriott Hotel  
3.5 CPD Units

For up-to-date details on 
ACCA events, please visit
http://singapore.
accaglobal.com/
singapore/members/
events/
Please note that events are 
subject to change.




