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What do job postings really say about a
company's problems?

By Chris Baldwin · Founder, Baldwin Blueprint · Updated July 2026

Walking into an interview, you probably feel pressure to present a perfect self. But

what if you could walk in knowing exactly what problems the company is trying to

solve, and how you fit into that solution? I believe that every job posting is a direct

window into a company's current struggles, if you know how to read the Strategic

Signals.

SHORT ANSWER

Analyze job postings for repeated keywords, unusual requirements, or urgent

language to uncover a company's operational pain points, growth bottlenecks, or

cultural gaps. Use these insights to tailor your interview answers and position

yourself as a solution to their specific problems.

https://baldwinblueprint.com/
https://baldwinblueprint.com/notes/collection/company-research
https://baldwinblueprint.com/notes/topic/company-signals


FIG. 02 A weak bullet states a duty, a strong one proves an outcome with a number. So rewrite every line to

lead with the result.

BEFORE

Responsible for managing the team's
onboarding process.

AFTER

Rebuilt onboarding to cut ramp time

from 6 weeks to 18 days.

do this:
lead with a numbe

§ 01

A company's use of words like "immediate start," "fast-paced," or "high-growth

environment" often signals they are understaffed, behind on targets, or struggling to

retain talent, indicating a critical need for rapid impact from a new hire.

I see candidates get nervous about these phrases, thinking they mean chaos. Instead,

frame it as an opportunity. A sales leader once told me, "We need someone to close deals

yesterday." That meant their current team was not delivering, and they needed a proven

closer, not a trainee. Your Blueprint will show you how to speak to that urgency.

What does urgent hiring language really mean?

§ 02

When a specific skill or experience is listed multiple times across different job

postings, especially in varied departments, it often points to a systemic gap or an

ongoing, company-wide challenge that needs addressing.

I have seen sales development representatives (SDRs) miss this. They see "CRM

experience required" and just tick the box. But if it is everywhere, it means their current

data is a mess, or adoption is low. You can walk in saying, "I have not only used

Why do some skills show up again and again?



FIG. 03 I weighed fifty generic applications against five sharp ones, and the five tailored to the role still

tipped the scale. Fit carries more than sheer count.

Build this for your role.

Paste a real posting, get the 12 page plan. First draft free.
Start free

Salesforce, I have trained teams on best practices to ensure data integrity and drive

adoption." That is a huge signal you understand their pain.

fifty generic

five sharp ones weight wins
not stack h

§ 03

While often framed as a positive, a consistent emphasis on "wearing many hats" or

"flexible responsibilities" can sometimes indicate a lack of clear role definition,

insufficient resources, or high employee turnover.

This is my honest caveat: sometimes it means a dynamic startup, but often it points to an

under-resourced team expecting too much from one person. Most prep advice tells you to

embrace this. I tell you to be cautious. For a sales account executive, it might mean you

are expected to do your own lead generation, marketing, and even some customer

support. Your 30/60/90 day plan should reflect your understanding of these potentially

expanded duties, but also subtly demonstrate where boundaries might be needed for you

to succeed in your core role.

Is 'wearing many hats' a good thing or a warning?

https://baldwinblueprint.com/auth?return=%2Fstudio%2Fnew&utm_source=portal&utm_medium=content&utm_campaign=what-a-company-s-job-postings-tell-you-about-its-problems&utm_content=inline


FIG. 04 One central idea with four short branches, an at a glance map of how a sheet is built. The proof

branch is the one to start from.
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§ 04

A job posting that lists an exhaustive array of highly specialized skills, often requiring

an impossible combination of experience, frequently indicates the hiring team has not

truly defined the role or has unrealistic expectations.

This is a problem for them, not necessarily for you, if you know how to approach it. I have

seen this with sales leadership roles, asking for deep product expertise across five

different, complex platforms, plus a track record in both enterprise and SMB. They are

trying to describe a unicorn. Your job is to identify the core 2 to 3 skills that are non-

negotiable and focus your Impact Memo and Experience Accelerator on those, showing

how you can quickly learn the rest.

What if the job description asks for too much?

§ 05

Once you identify a company's problems through job posting signals, you can

proactively frame your experience and skills as direct solutions, demonstrating you

understand their specific needs and how you can contribute.

This moves you beyond generic answers and shows you have done your homework. For

example, if the posting suggests poor CRM usage, do not just say "I am good with

How do I turn these signals into an interview advantage?



DECODING JOB POSTINGS

What most people do What actually works

Read requirements as a checklist. Analyze requirements for underlying company pain

points.

Focus on matching every bullet point. Prioritize 2 to 3 core problems you can solve best.

Answer questions generically. Tailor answers to address specific company

challenges.

See urgent language as a red flag. See urgent language as a chance to demonstrate

immediate impact.

Assume job descriptions are perfectly

accurate.

Recognize job descriptions often reflect internal

struggles.

Salesforce." Say, "I have successfully implemented new CRM protocols with my previous

sales team, increasing data accuracy by 20% and improving reporting efficiency." This is

what your Blueprint's Strategic Signals section helps you formulate, turning their pain into

your unique value proposition.

WORKED EXAMPLE · RESUME BULLET

BEFORE

Used Salesforce to manage customer

accounts.

AFTER

Implemented new Salesforce reporting

dashboards, reducing weekly pipeline review

prep time by 2 hours for my sales leadership

and improving forecast accuracy by 15%.



The takeaways

01 Job postings reveal company problems, not just tasks.

02 Look for urgent language and repeated skill requirements.

03 Frame your experience as a solution to their specific pain.

04 Baldwin Blueprint helps you interpret signals for your interview.

Questions people ask

Can I really trust job postings to tell me their problems?

Yes, absolutely. Job postings are an internal communication about a need. They are drafted by

real people trying to solve real problems. My advice is to approach them like a detective: look

for patterns, inconsistencies, and specific language that reveals underlying issues, not just a list

of tasks.

Isn't this just overthinking a job description?

It is not overthinking; it is strategic thinking. Most candidates just match keywords. You are

trying to understand the "why" behind those keywords. Baldwin Blueprint helps you translate

that "why" into a 12 page strategic document, including an Impact Memo and Account Map,

that shows you have done more than just read the lines.

What if the posting seems perfect, with no obvious problems?

Even a perfectly worded posting can have subtle signals. Look for aspirational language that

describes future states rather than current achievements. This might indicate a desire for

transformation or growth in areas that are currently stagnant. Your 30/60/90 day plan can

speak directly to that future vision.

How do I bring up these 'problems' in an interview without sounding negative?

You never bring them up as "problems." Instead, you frame your skills and experience as

solutions to the implied challenges. For instance, if you detect a CRM issue, you say, "I excel at



optimizing CRM workflows to ensure sales data accuracy," not "It seems your CRM is a mess."
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Indeed Career Guide: Reading Between the Lines of Job Descriptions
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BUILD SHEET

This is the plan a Blueprint drafts for your exact role.

Paste in a real job posting and your resume. Get a tailored 12 page Blueprint in minutes.

Your first draft is free.

Start your free Blueprint

Free draft on signup. No card required.

Or read a real finished Blueprint first. Free, no signup.

How do I spot
company red flags…

Identify company red flags

by analyzing executive…

INSIDE THIS SHEET ›

3 MIN Read →

04REPOST EXODUS VAGUE ANSWER

a flag is a question, not a verdict
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