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A .TXT version of your resume is what you'll need to have for those times when you're applying for a job online while visiting a company's Web site.  Somewhere toward the end of the application process you'll often find a 2-inch square box labeled "Paste you resume here."  Paste the .TXT version of your resume there, not the .DOC version.  
 
Attached are two different versions of my resume.  The first one is the .DOC version with all the nice fonts, bolding, different point sizes, tabs, bullets and such.  The second one is the .TXT version (ASCII) that has none of that.  
 
 
You'll need to have an MS Word version already completed in order to change into a .TXT version.  Here's what you do:
 
1.  Open both MS Word and MS Notepad to full size.  Mark (copy) ALL of the resume text from the .DOC version of your resume.
 
2.  Toggle from Word to Notepad (press Alt/Tab once with your left hand).  Now paste ALL of the text from the .DOC version into the blank Notepad screen.
 
3.  Fix everything in Notepad that looks wrong (columns, bullets, breaks, etc.).  This will take a while, sorry about that!
 
4.  Try to have each line of text not exceed 70 characters.  Count 70 characters to the right for the first full-page-width line of text you have, then hit Enter.  Scroll this line of text up to the very top of your screen.  Put a pencil mark on the frame of your monitor/LCD to show you just how wide 70 characters really is.  Now you won't have to count characters for each line, and you'll have a visual reminder for all subsequent .TXT versions!
 
5.  Hit Enter at the end of EVERY 70 characters in order to force each line to NOT word wrap.
 
6.  If your bullets went away, try substituting the asterisk symbol (*, Shift 8).  Put 1 or 2 spaces after each asterisk before the text begins.  Things like bolding, underlining, Italics, and such are gone in Notepad, sorry about that.
 
7.  Notepad doesn't have a Spell Checker either, so when you're all done fixing the document, mark all of your newly fixed .TXT text and paste it all into a new blank MS Word page where you can run Word's Spell Checker.  Once it's all spell-checked mark all of the text a second time and paste it back into Notepad.  I know, I know, just do it!
 
8.  Save the new .TXT version in Notepad using the same filename as your Word version, except leave off the .DOC extension.  
 
9.  Print copies of BOTH the .DOC and .TXT versions of your resume.  The new .TXT version will be very tall, and will likely exceed two pages, but don't worry about that, it's OK.  Compare them side by side, making sure everything survived the transfer process.  Do any final tweaking to make sure they both contain the exact same text.  If you made any final changes, save the document a second time.  
 
10.  You now have a .TXT version of your resume that you can paste into a "Paste you resume here" field on a Web site.
 
Jim Sandham 
3710 Blue Lake Drive 
Spring, TX 77388-5109 
jsandham77@hotmail.com
Ph. 281-353-4751 
"Data is only data until it is shared, at which time it becomes information. 
Once information is understood, it becomes knowledge."

Jim’s .txt version of his resume (Word version follows it):
SUMMARY

Seeking position in Market Research or 
Competitive Intelligence. Experienced provider 
of analyses and actionable marketing information 
to all levels of management. Excellent 
communicator. Able to manage multiple projects 
in fast-paced, deadline-driven environments. 
Strengths include:

Secondary Market Research
Competitive Intelligence 
Strategic and Tactical Analysis 
Presentations and Briefings

HIGHLIGHTS

· Saved $500,000 annually in market research 
expenses (a 20% reduction) by creating and 
managing a centralized evaluation and purchasing 
process.
· Reduced cost of primary market research 
project by more than $60,000 (a 65% saving) 
through more cost- and time-efficient sourcing.
· Commended by two CEOs for writing informative 
strategic analyses, presenting strategies, and 
explaining implications of major competitors’ 
actions.
· Prepared executive summary of competitive 
climate for presentation at quarterly meetings 
of the corporate Board of Directors, enabling 
members to make informed decisions in relation 
to the entire industry.
· Leader of weekly networking meeting for job 
seekers from many levels and industries.

PROFESSIONAL EXPERIENCE

SANDHAM CONSULTING, Houston, TX (2001-Present)
Principal
Provide businesses, corporations, and 
universities services including writing, editing, 
analysis, presentations, tutorials, competitive 
intelligence, and market research.
· Guest lecturer on Competitive Intelligence at 
Univ. of Houston and Montgomery College.
· Created tutorial to simplify usage of multiple 
online databases of corporate information.


COMPAQ COMPUTER CORP., Houston, TX (1995-2001)
(Compaq was acquired by Hewlett-Packard in 2002)
North America Customer Services Div. 
Competitive Program Manager (1997-2001)
Managed all aspects of Competitive Intelligence 
and Market Research program. Wrote reports for 
management on market trends, forecasts, and white 
papers. Developed tutorials, executive 
presentations, SWOT analyses, and contributed 
content to company Website. Supervised two 
assistants.

· Edited/Published a daily internal newsletter 
on competitive and market information to keep 
2,300 co-workers and managers better informed 
about trends and events in the computer industry, 
resulting in employees who were better prepared 
to do their jobs. 
· Summarized the services of 6 major competitors 
and created a 32-page reference booklet, 
resulting in salespeople’s ability to submit 
more competitive proposals.

Server Product Marketing Division 
Product Marketing Analyst (1995-1997)
Provided competitive and product information to 
division personnel and management. Wrote and 
published internal white papers to help employees 
understand importance and relevance to our 
company of industry events. Supervised team of 
technical writers.
· Published daily in-house newsletter of 
competitive and market information to division 
employees and the sales force, fulfilling a 
request from senior management.
· Documented competitors’ product teardowns 
with strengths and weaknesses, resulting in 
implementation of better assembly methods and 
higher quality products for our company.


NCR CORPORATION, Dayton, OH (1984-1985)
Worldwide Mktg. Research & Compet. Intell.
Competitive Intelligence Analyst (1993-1995)
Conducted secondary market research and 
competitive intelligence. Wrote internal 
analyses examining competitors’ products and 
services. Briefed mid- and senior-level 
management on competitors’ strategies and 
quarterly financial results. Worked closely 
with analysts at IDC, Gartner, and other 
premier information vendors.

Worldwide Mktg. Research & Compet. Intell.
Market Research Analyst (1991-1993)
Wrote extensively on technologies, competitors, 
market sizing, and industry related topics for 
internal audiences. Published market shares, 
and tracked market and technology trends, 
strategies, industry rankings, and quarterly 
financial results of competitors to help 
management understand our place in the industry. 
Supervised day-to-day operation of Corporate 
Library.

Indirect Channels Division 
Competitive Analyst & Prog. Mgr. (1988-1991)
Examined competitors and managed a sales 
incentive program for 25 distributor partners.
· Analyzed indirect channel operations of 4 
major competitors; explaining how they worked 
with their distributors, resellers, and retailers, 
enabling division management to make better-
informed decisions.
· Developed user-friendly tutorials to speed 
up employees’ learning new software programs.

U.S. Data Processing Group 
Catalog Sales & Customer Service Rep (1984-1988)
Provided pre- and post-sale customer service and 
non-technical support to corporate accounts, 
salespeople, systems engineers, and personnel 
in other divisions.

EDUCATION
Master of Bus. Admin. (MBA), major in Marketing, 
University of Connecticut, Storrs, CT

Bachelor of Bus. Admin. (BBA), major in General 
Business, Ohio University, Athens, OH

PROFESSIONAL AFFILIATIONS
American Marketing Association (AMA), Houston TX 
AMA Mktg. Research Special Interest Group (SIG)
U.S. Air Force Veteran with Honorable Discharge







	JAMES A. SANDHAM
	3710 Blue Lake Drive • Houston, TX 77388
281.353.4751 • jsandham77@hotmail.com


SUMMARY

Seeking position in Market Research or Competitive Intelligence.  Experienced provider of analyses and actionable marketing information to all levels of management.  Excellent communicator.  Able to manage multiple projects in fast-paced, deadline-driven environments.  Strengths include:

	Secondary Market Research
Competitive Intelligence
	Strategic and Tactical Analysis Presentations and Briefings


HIGHLIGHTS

· Saved $500,000 annually in market research expenses (a 20% reduction) by creating and managing a centralized evaluation and purchasing process.

· Reduced cost of primary market research project by more than $60,000 (a 65% saving) through more cost- and time-efficient sourcing.

· Commended by two CEOs for writing informative strategic analyses, presenting strategies, and explaining implications of major competitors’ actions.

· Prepared executive summary of competitive climate for presentation at quarterly meetings of the corporate Board of Directors, enabling members to make informed decisions in relation to the entire industry.

· Leader of weekly networking meeting for job seekers from many levels and industries.

PROFESSIONAL EXPERIENCE

SANDHAM CONSULTING, Houston, TX  (2001-Present)

Principal

Provide businesses, corporations, and universities services including writing, editing, analysis, presentations, tutorials, competitive intelligence, and market research.

· Guest lecturer on Competitive Intelligence at Univ. of Houston and Montgomery College.

· Created tutorial to simplify usage of multiple online databases of corporate information.

COMPAQ COMPUTER CORPORATION, Houston, TX  (1995-2001)

North America Customer Services Div. (Compaq was acquired by Hewlett-Packard in 2002)

Competitive Program Manager (1997-2001)
Managed all aspects of Competitive Intelligence and Market Research program.  Wrote reports for management on market trends, forecasts, and white papers.  Developed tutorials, executive presentations, SWOT analyses, and contributed content to company Website.  Supervised two assistants.

· Edited/Published a daily internal newsletter on competitive and market information to keep 2,300 co-workers and managers better informed about trends and events in the computer industry, resulting in employees who were better prepared to do their jobs. 

· Summarized the services of 6 major competitors and created a 32-page reference booklet, resulting in salespeople’s ability to submit more competitive proposals.

COMPAQ COMPUTER CORPORATION, Houston, TX (continued)

Server Product Marketing Division 

Product Marketing Analyst (1995-1997)
Provided competitive and product information to division personnel and management.  Wrote and published internal white papers to help employees understand importance and relevance to our company of industry events.  Supervised team of technical writers.

· Published daily in-house newsletter of competitive and market information to division employees and the sales force, fulfilling a request from senior management.

· Documented competitors’ product teardowns with strengths and weaknesses, resulting in implementation of better assembly methods and higher quality products for our company.

NCR CORPORATION, Dayton, OH  (1984-1985)

Worldwide Marketing Research & Competitive Intelligence Dept.

Competitive Intelligence Analyst (1993-1995)
Conducted secondary market research and competitive intelligence.  Wrote internal analyses examining competitors’ products and services.  Briefed mid- and senior-level management on competitors’ strategies and quarterly financial results.  Worked closely with analysts at IDC, Gartner, and other premier information vendors.

Worldwide Marketing Research & Competitive Intelligence Dept.

Market Research Analyst (1991-1993)

Wrote extensively on technologies, competitors, market sizing, and industry related topics for internal audiences.  Published market shares, and tracked market and technology trends, strategies, industry rankings, and quarterly financial results of competitors to help management understand our place in the industry.  Supervised day-to-day operation of Corporate Library.

Indirect Channels Division 

Competitive Analyst & Program Manager (1988-1991)

Examined competitors and managed a sales incentive program for 25 distributor partners.

· Analyzed indirect channel operations of 4 major competitors; explaining how they worked with their distributors, resellers, and retailers, enabling division management to make better-informed decisions.

· Developed user-friendly tutorials to speed up employees’ learning new software programs.

U.S. Data Processing Group 

Catalog Sales & Customer Service Rep (1984-1988)
Provided pre- and post-sale customer service and non-technical support to corporate accounts, salespeople, systems engineers, and personnel in other divisions.

EDUCATION

Master of Bus. Admin. (MBA), major in Marketing, University of Connecticut, Storrs, CT

Bachelor of Bus. Admin. (BBA), major in General Business, Ohio University, Athens, OH

PROFESSIONAL AFFILIATIONS

American Marketing Association (AMA), Houston TX Chapter

AMA Marketing Research Special Interest Group (SIG)

U.S. Air Force Veteran with Honorable Discharge

