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Speaker 1 

Hi everyone. We are talking today to Jus ne Berne. Jus ne is the founder 
and owner of Jumpstart Talent and the Amadeus app. She's personally 
placed more than 500 employees at companies like Microso , Fox 
Studios, beyond Limits and many more. Jus n provides career 
transforma on advice as well as how to manifest the career of your. Our 
episode today is all about how to make a defini ve guide for all job 
seekers out there. Please my friends. Jus n has over 10 years of 
execu ve recruitment experience and she has the inside scoop. Let's 
dive in. Hello I'm your host, Dorothy Mashburn, and welcome to salary 
nego a ons made simple. Here I show you how nego a ng does not 
have to be overwhelming. I break the en re process of nego a ng into 
easy to learn steps that you can use in a. Any salary nego a on situa on. 
Whether you're star ng a new job or preparing to ask for a raise, expect 
to receive prac cal, ac onable strategies that are based on real life 
experiences. I'll be sharing ps that have been proven to work where 
professionals like you have ne ed anywhere from $10,000 to $75,000 
more in compensa on. It's payment for the skills you already bring, so 
you need to know how to ask for payment for that value. Are you ready 
to learn? To boost your earnings, let's dive in. Hi Jus ne, how are you? 

Speaker 2 



Today, good. How are you, Dorothy? Nice to have you. Nice to see. 

Speaker 1 

You, you too. Where are you joining us from? 

Speaker 2 

I'm joining you from. Warwick, NY MY office is here. 

Speaker 1 

You'll have to come. Visit me one day in Phoenix. 

Speaker 2 

I absolutely love Arizona, so I would be more than happy. 

Speaker 1 

To yeah, yeah. So can we start? With a li le bit. Of an introduc on. Who 
you are. What? Do you do? How do you help? Etc. 

Speaker 2 

Absolutely. My name is Jus ne Byrne. I'm the founder of Jump smart 
talent. We are a bou que execu ve search firm in genera ve AI. I have a 
background in philosophy and then I moved on into execu ve search 
about a li le more than a decade ago. And I founded my company 8 
years ago. 

Speaker 1 

Wow. So what does genera ve AI do? And and how is it shaping or 
changing careers and job searches as we? 

Speaker 

Know it. 

Speaker 1 



Well, I think one of. 

Speaker 2 

The key points of genera ve AI, and I've tried so I love data in general, so 
for many years I was placing data scien sts that I was placing machine 
learning engineers and now I'm placing genera ve AI research engineers. 
And so your data scien sts are we're all using mathema cs. The beauty 
of mathema cs, which is the street science which I love, you know, 
scien sts are going to describe what happened in the past really, really 
well, be er than anybody else can, down to the absolute minu a of 
differen als. What? And your machine learning engineers are going to 
take that informa on about what happened, and they're going to predict 
what your data will be in the future. Right, so your your dad says like, oh, 
here's what happened. Your machine learning engineers are like, here's 
what's likely to happen. And then you're genera ng their I engineers are 
like, I'm just gonna create the data of the future. You. I'm not going to 
predict what the next data set is. Here's your data set. I created the data 
set. I looked at the path. I made some inferences about the past, I 
integrated. Maybe I integrated like a neural network model and now 
here's the data you need for the next step. We don't need to generate 
data. Through experience, we are going to generate data a priori. So it's 
amazing because now you have these, so that image that's generated is 
a data set that didn't exist before. It's not like machine learning is telling 
you, hey, the next image in this pa ern is. Going to be. A blue cat. Right. 
And then a blue cat emerges out of a naturally occurring pa ern. 
Generator. The eye just says. Here's your blue. Cat that you wanted. 
There's no need for it to kind of occur, and I think that's the real 
difference that I see as a layman working, you know, as placing and 
genera ve AI, but that's why it's a. Mind-blowing field of study. 

Speaker 1 



Right, right. And how have you kept up with this? You know, clearly you 
are very passionate about it, but. How do you? Even know where to start 
with this ever changing landscape? What's your secret? 

Speaker 2 

I I'm super humbled every day I spoke to somebody who what he does is 
he, like, creates the camera angles for imagine your camera cameras for 
VFX. So like if there were a camera here, what would that camera see? 
Genera ve image not there is a camera here. What did it see? Right. And 
if that. Camera existed on every point in space for 360 and I've got to be 
honest, I'm interviewing him for a very large role. And in the middle of. 
The interview I said I am not smart enough to. Stand this. I need you to 
bring it all the way down as if you came home from work and you were 
explaining it to your kids, you know? And he's like, gotcha. And so I think 
a tremendous amount of humility when you're dealing with absolute 
experts is kind of. The key, yeah. 

Speaker 1 

Yeah, yeah, but somehow it doesn't falter. You or your confidence. Level. 
How is that? 

Speaker 2 

I think I study a lot of philosophy at the undergraduate and graduate 
level and I believe that philosophy is just reasoning from first principles. 
So I think that if I can get it down to the first principles, then I can 
understand it because it's all going to come down to symbolic logic. So 
yeah, so I was lucky to be trained well in symbolic logic, yeah. 

Speaker 1 



So does that mean that you can figure it out so it doesn't when you are 
feeling humbled, you don't feel like it's racking your confidence because 
when you bring it down to first principles, you can figure it. 

Speaker 2 

It is going to be discretely understandable, right? We if I might need to 
bite it in teeny ny pieces. But it's a discrete problem that can have that 
can be understood, right? Yeah. So then I can do it now. If it were 
something like in the crea ve world, that can have. Mul plicity of 
answers. I think I would personally have a harder me doing that I could. 
That's it. But if it's a discrete problem like no, I can break that down. And 
work that out. 

Speaker 1 

Fantas c. So let me ask you, changing your gears. When changing gears 
a li le bit, many of the job seekers who are looking for jobs out there, 
they tell me that the hardest thing is to listen or get recruiters to pay 
a en on to. Them or a hiring manager to open the door for them. What 
advice do you have for those individual? 

Speaker 2 

That's a great ques on. I will lead again with humility. I think what job 
seekers need to understand. I'm trying to look straight to the camera like 
I'm on an episode of the office because this is really important, is that 
when you're working with the recruiter, that person is probably going to 
have to speak to about 40 people a week just to hit their KPI's. Get their 
clients well serviced, right? So this is a person that is chopping up their 
hours into 15 and 20 minute intervals and. And that type of one-on-one 
interac on is is taxing. If you're doing it right. If you're really connec ng 
with someone, it it does. Take like a. Personal amount of energy to 
connect with people and to give them the a en on that they deserve in 



their. 15 minutes so having. A real understanding of the humanity behind 
what HR is. Doing will allow you to say, hey, listen. I just wanted to flip 
this. To the top of your e-mail, and if there's. Anything you need for me 
to make it easier? For you to present this to line. Tell me that humility is 
be er than following up on my e-mail, which I sent three days, you 
know, and if I can send that, you know, I'm a human doing a job, I'm 
gonna move heaven and earth for you. The minute I feel like you have 
forgo en that I'm a human doing a job. It's gonna be hard for me to. 
Want to fight? For you, because you've also got to work with other 
humans who? Are doing jobs when you get a job with my client. So if 
you're not leading with that type of empathy and humility. How are you 
going to treat the people? You work with too, and that's such a key, and I 
don't. It's not a flaw, it's more of a, a feeling. When you see that number 
on your phone or that name in your. 

Speaker 

OK. 

Speaker 2 

E-mail you get that. Feeling of or. Ohh, this is my girl. She knows she gets 
it. She's going to give me the resume in the right format and we're going 
to do this. You know it's a. Feeling. And you want to create that? That 
warmth, you know, goodwill begets goodwill. 

Speaker 1 

Yeah, yeah, yeah. What an important simple but important thing to 
remember, cause. Yeah, I've done that, right. Hey, following up. What's 
up? And not really thinking about the other person. And it's easy to do 
when we're trying to do so much. 

Speaker 2 



Yeah, of course. And it's so important. You know, there are very few 
areas of life that are so cri cal to our personal iden ty. You know, maybe 
a personal life in your family and your career. So when you feel like that 
aspect of your life is hanging in the balance, it's very hard to take a kind 
of. Empathe c approach because it's very important and. It should be 
very important to you. Yeah, yeah. 

Speaker 

Right. 

Speaker 1 

Yeah, so how do? You then reconcile, you know there's a lot of advice or 
gurus out there talking about how to overcome the ATS or you know, so 
is that important as a? Recruiter, what do you think? 

Speaker 2 

I think you just have to get into it. You don't really need to beat the ATS, 
you just can't get trapped by it. So for example, I no ced when I was 
doing some internal work for Microso  that if you had any type of 
images on your resume, you would end up in our incomplete file. I think 
we were on items right and good prac ces. Best prac ces is to treat 
every person and every file exactly the same. So either you're in our 
submi ed file or our reviewed file or our interviewing file, but as you 
move through the files, you really want to treat everyone the same way. 
That's that's what ethics and kindness dictates. So if you've accidentally 
added an image or a hyperlink, and you've applied to and you've, I've 
applied to 50 jobs at Microso  that I'm perfect for. Yeah, but that resume 
you've got. You might have you in that incomplete file because it didn't 
auto populate properly and when I go into ac on that file and there's a 
hundred of them in there for the role I'm working on, I have to ac on 
every single one of those hundreds so. It's a lot. It's a lot to do it if I don't 



go into the incomplete. If I say I'm not looking at incomplete, that's on 
them. They should have sent in a complete resume. I'm only going from 
this file forward. Well then I've treated them all in the same way. But the 
minute I go in there for one now I have to ethically ac on all of them. So 
it's a big ask. So you just have to get into it. Properly into the ATSC 
properly a er. That your recruiters? Your recruiters. Really gonna do. 
They're gonna look at you. 

Speaker 1 

What do you think? Yeah. So I I guess then there is not a one-size-fits-all, 
right? Like you you because there's a lot of ques ons in LinkedIn or job 
sites. Where should I reach out to the recruiter before submi ng my 
resume a er submi ng my resume? When do I show up as a as a 
human being is there is there any kind of? The best prac ce there. 

Speaker 2 

You are going to get an auto generated e-mail once you're in, so you 
know you're in. And maybe give it. I know that when I'm working 
internally, like when I'm working with flawless or cyber or even 
Microso , I would usually do a batch on Wednesdays and a batch on 
Fridays, right? Just like all my new resumes. Let's get them ac on. So, 
you know, assume your recruiter's going to do like a big ac on day and 
audit moving everyone forward twice a week. So if you've. Go en 
through a whole week. All right, maybe it's me to say, hey, listen, I just 
want to let you know, or if you're using a third party recruiter and you 
really want the job. Say, hey, listen, I don't know what happened, but I 
know we went in. I'm sure she's taking a look at it can. You just ask for 
feedback. Yeah, you know, yeah. 

Speaker 1 



Yeah, absolutely. Yeah. Yeah. And it's not, it's not a. It's more like 
common sense, right? You just try to be try to think about the other 
person, think about their workload and then reach out accordingly and 
know that they really want to ac on you. Yeah. 

Speaker 2 

Yeah, I think that I really want every resume I open to. Be the one. 

Speaker 1 

You know, point. Mm-hmm. So what? You know, I I'm. I'm sure you work 
with both men and women, my audience or our audience is primarily 
women 3 obstacles, 2-3 obstacles. You can think of that women run into 
when trying to get to. The next level. 

Speaker 2 

I have one that I've been saying in my. Head a lot. And I've only said it to 
a few candidates, but I call it the, say gap instead of the pay gap. And I 
think that I'm. I'm only gonna. I think this is the only answer going to get 
to this ques on because I want to like dig into it a. Li le. Yeah, so I was. I 
was wan ng to CFO. Search for a very. Large commercial real estate 
company in Los Angeles. And they needed someone who? Handled like a 
Chapter 11 bankruptcy restructuring. And I had a female. And a male 
candidate for the role. The male candidate said well, I've only done it 
once, but let me tell you, had I not been the person leading that 
company, they would have never recovered. So I know that I can do it for 
this company and the female candidate said I've only done it once. So 
they probably want somebody who's got more experience. Same exact 
experience. And so we talk about the pay gap we talk about. I think we're 
at 22%, you know in earnings, but the the say gap is real. The say gap of. 
When you can hear what people are, how people. Are willing to posi on 
their experience. You know you would. Feel comfortable. Really pa ng 



yourself on the back and I've no ced this. I don't think there's like one 
size every woman is this way or every man is this way. But I've no ced 
this more with female candidates who even like a health right there as 
may have the first woman to design like a super car. So she designed the 
Acura NSX. And inside of her resume, she. Was a automobile designer 
groundbreaking first me female phenomenal woman in STEM? 

Speaker 1 

And her resume? 

Speaker 2 

Was about how well she nurtured and guided. The junior level men who 
looked for her. Not how much money she made the company, not how 
much she saved on the project, not how many days on me, you know? 
Well, she thought. Well, that's obvious. I did it. So these are the warms. 
These are the skill. These are the things I'm proud of. The things I'm 
proud of is that I can help this guy get a promo on. And I helped, you 
know, and it was the verbiage generous and it was very warm and. And 
frankly, very feminine, and we worked to really expound upon. Some of 
those more tradi onally masculine bullet points, like spearheaded lead, 
executed those types of words and then really ge ng into the numbers. 
Here's what I made the company. Here's what I saved the company in 

me. Here's our sales numbers. Here's the size of an organiza on that I 
led. Which is not a given. Those are bragging points, you know, and so I 
think I'm only gonna answer with one answer. I think if we could beat 
one obstacle, that's the obstacle. 

Speaker 1 

Yeah, it's so powerful. I mean, I actually didn't expect that big of a 
immediate discrepancy in using the same data sets and presen ng. Such 
disparate pitches from there. 



Speaker 2 

Yeah. And it comes up on one, OK. 

Speaker 1 

What do you say to someone? I'm sorry. What do you say to someone to 
get over that obstacle? Or how far is that? How big is that obstacle to 
overcome? 

Speaker 2 

No one flight. It depends. Every one-on-one on the conversa on cause 
then I will literally say girl, do you know, do you know what other 
candidates who have done less than you are saying about themselves? 
Like I'm going to send you to the CEO and I'm going to tell them they 
need to talk to you. But when you walk in the door, you be er be Brad. 
Thing you know. But if it's. On a broader scale, I would be. Less direct, I 
think. But one-on-one. I would literally say like. Don't hold back. Yeah. 

Speaker 1 

Yeah, yeah, I think I think bragging. As we are as. We're growing up as 
women. Girls bragging is seen as such a nega ve. We shy so. Clear out of 
it. 

Speaker 2 

Yes, but I had. And burn as my. Dad, because I was very lucky. Because he 
taught me this expression. If you can really do. It then it ain't bragging. 
Yeah. So like if you. Can really run your mile me and this me. Then 
you're not bragging, you're just repor ng. Yeah. And so that if. You 
always tell. Me if you can do it, it ain't. Bragging so go. Do it. Yeah. And I I 
fathers with daughters, you know, women with daughters. This is it. Tell 
them if you if you can stand on what you're saying, then yeah, you not 
be afraid. To say it, yeah. 



Speaker 1 

Yeah, I like that. It's not bragging. It's repor ng that is. That's a great li le 
mantra you can repeat to yourself if you ever feel like you're self 
doub ng. Fantas c. So what? So it sounds like you had a great parent 
who who gave you some real good Nuggets or what is your? What is 
your secret sauce to help unblock other people when they run into 
maybe the say gap or the any other obstacle? So what is? What is the 
secret sauce you provide them? 

Speaker 2 

I think everything comes down to self worth in the workplace and I think 
the best way to provide help people to boost up their self worth is to 
connect with them like heart to heart. That's the secret sauce. Like this is 
a person and they if you have just one person who's like telling you you 
can totally do this, that changes the way you. Go about doing it right. So 
that's my secret thought. 

Speaker 1 

Yeah, you connect. 

Speaker 2 

And like the. Connect with them and then cheerlead the heck say to 
them that you wish somebody. Would say to you. In that moment, yeah. 

Speaker 1 

Yeah. When you reach out to people who you. Know you can. Help with 
your mantra or your secret sauce and you receive skep cism. What is 
what, what? How are you feeling? Then tell us. Tell. Us a li le bit about 
that. 

Speaker 2 



Well, I guess we feel a li le sad because I just, I really want to help 
people. I really and if you. Can see somebody a li le bit standing in their 
own way. And you know that you. Can just get them over that hurdle. 
You feel a li le sad because because once you, they breakthrough. It's 
gonna be smooth sailing on the other side. So yeah, that's how I feel. But 
at the same me, because this is a holis c and human approach and 
almost a spiritual approach, people have to do things at their own pace. 
And so you just kind of stay available and say. When you're ready, let's. 
Talk about it. Yeah, yeah. 

Speaker 1 

That's that's absolutely true. And I think you know the another guest on 
my show was talking about how we think about spending money on 
ourselves as an expense versus an investment. And it's our own mindset 
that keeps us there. 

Speaker 2 

Have you ever had that experience where you're like you're walking 
through the mall and you see an ou it on a mannequin and you're like, 
yes, let's go. And then you find 1,000,000 reasons why you shouldn't go 
and try it on. 

Speaker 1 

Yes, yes. And I, I actually I was in. 

Speaker 2 

The mall today and I I did that and I was like ohh I don't want to. And it 
was like a bright green. Top with these. Beau ful, white, tailored pants, 
right. And I was like, I don't want to a ract that much a en on. That's 
why I'm not going to try that out. Well, now I forced, like, I literally 



forced. Myself to go in there because. It's almost like you hold yourself 
back. Yeah, instead of building your let me use these clothes to build. 

Speaker 1 

Yeah, yeah, yeah, absolutely. What a good analogy. What advice do you 
have for our listeners? One thing that they can do a er listening to this 
episode. 

Speaker 2 

Well, if you don't have a personal a prac ce of personally connec ng 
with yourself. Whatever way you want that to be, and I'm not, I'm not 
even going to. Give you examples of ways, but create. To connect directly 
with yourself, so you. Can be your. Your own counsel. Create your own 
self worth. And develop a real mission for what you want to do, not what 
other people think you want to do, but what. You want to do and. Once 
you have that. Then you work the prac cal steps to get it, and it it is a 
discrete problem to solve. You can work any ma er of prac cal steps to 
get it, but you've got to create that rela onship with yourself. You know 
exactly what. It is you're looking for. 

Speaker 1 

This is why every single coach starts with mindset. I think right because 
that is the big even though it sounds like a buzzword anymore. But it is 
so true about that rela onship with yourself. 

Speaker 2 

Yeah. And ended daily because yourself changes. Yeah. You can't be like, 
ohh I went. On a retreat two years ago, I really. Spoke to myself and then 
turn it off. You know, you daily. How do how does it sit with me? What's 
the next step? How can I improve, you know? Yeah, yeah. 

Speaker 1 



Absolutely. That's a great advice. Any any words on manifes ng your 
dream career? Like what? What? Do you do in it? 

Speaker 2 

Ohh, it's basically a lot of the things I talked about. So the first couple of 
modules are about. Inner work self work work and vision work mission 
work. And then a er that you start really working the prac cal steps like 
how do we make this resume the right sales document for that? Vision 
we just created. How do we op mize our LinkedIn profile for that vision 
that we now know is really it, not like a haphazard? Maybe this will work, 
but like that's a clear vision. And then I I teach people how to map the 
market like they're their own execu ve recruiter. Find the compe tors, 
find the people who actually would be so stoked to get your new 
resume. Because that's what they're. Looking for and. They can be 
compe tors of your current role or people who are employing the 
person. You want to be next. But how to map that? Market, just like a. 
Recruiter would, if they were working. 

Speaker 1 

For you? Yeah. Manifes ng your. 

Speaker 2 

Well, yeah, that's it. And then, yeah, we'll work on the prac cal things 
like resume, LinkedIn, mapping the market and then, you know, every 
person who's a part of the course will get, you know, access to me and to 
the community so that if you do have that big interview, you've got those 
cheerleaders behind you to say, go do it. Yeah, go with you and you can 
prep. You can prac ce, you know, and really get the job you really want 
because it's important you spend a lot of me there. 

Speaker 1 



Yeah. And is it? Usually a group program or in the one. On one or both. 

Speaker 2 

It's I take about 83 at a me and then I have personal interac on with 
every member of the group and then there can be a community aspect 
as well depending on if that's what everybody wants to share. 

Speaker 1 

OK. Yeah, absolutely, yeah. And we'll link all your. We'll put all the links in 
the show notes. So people. Know how to find you. 

Speaker 2 

I'm so happy you got a. Chance to chat. I really appreciate it. 

Speaker 1 

Absolutely. Thank you for coming. And I know we'll see great things from 
you, all the great business ideas you've got going. 

Speaker 2 

Ohh, thank you. Thank you, thank you. 

Speaker 1 

Yeah, see you soon. There you have it, my friends. Real nuts and bolts 
advice from an execu ve recruiter who has seen it all from the art of 
being unforge able to best prac ces and following up and even the age-
old ques on of how many jobs should I really apply to? I hope you wrote 
down all the answers to all your burning ques ons. Thanks for listening 
and bye for now. You're ready to rise up and get paid for your worth. Be 
sure to get the free salary nego a on training at 
dorothymashburn.com/fight for your worth, which is the ul mate step 
by step guide in order to help you secure a promo on or break the glass 



ceiling. Again, it's at dorothymashburn.com. Forward slash fight for your 
worth. Thanks for listening and bye for now. 

 

 

 
 


