

Quick-Start Guide for:
The Top 6 Recruiter Questions Answered

QUESTION #1

Do you recommend an MPC (most placeable candidate) marketing approach or just selling your company’s track record and years of experience in a particular industry?
· Usually, the fastest way to a sendout = an MPC call
· Fastest way for a rookie to sound like an expert = an MPC call
· An MPC Has an expiration date which =  immediacy

· Also, when done right, 25% of placements can came from clients where there was no existing opening at the time of the MPC call- it can motivate managers to open a position
· Make the language more relaxed: “You two should meet”, “Have a cup of coffee”, “Exploratory meeting”.

· Get the MPC to come up with 10 companies for you. Have them tap every source they can and to send the info to you. Sell them on why they should act as your partner. 
· Also, find the pain during the call, “before I let you go, what is typically the most difficult type of opening for you to fill?”

· Or unbundle your services for $150/ hour. Just ask, “What keeps you up at night regarding adding staff?”
QUESTION #2
How can I get timely feedback on interviews or a candidate submittal? Some of our clients are taking 2-3 weeks to get back to us. 

· Have standards: Examples: only work on jobs with either an exclusive, retained or when you IV times in advance. Otherwise, can still work it but only if the client is very cooperative.

· Only work with people who want it more than you.
· Set the tone: Your clients will treat you the way you teach them to treat you.
· Pre-close in advance with benefits for them: “We want to fill this position for you with the best person available and do the best job that we can on your behalf. In order to do that, we are going to need your cooperation and timely feedback to let us know when we are on target and also when we are missing the mark. We give the highest priority to the clients that give us timely feedback. Our request is that we would hear from you within 24-48 hours after a call or sending a resume.  This allows us to keep your search moving at full speed. Is this workable for you?”
· Let them know why you’ll call: Either to clarify specs, present someone, or ask for feedback. -
· Last resort: 2 voicemails, 1 fax, then move on.
QUESTION #3
Given your perspective of the market, what do you think about the idea of expanding into providing services to candidates - coaching to help them secure the dream job for a fee? 

· Many have tried this bit it rarely makes money

· If you want to do this, do it with a fixed rate package, “$995 for resume review and…”

· Try reselling someone’s existing product first as a test

· Become an affiliate for someone else and then get back on the phone

QUESTION #4
Sometimes it seems I just do not want to get started in the morning, how can I get and stay motivated? 

· You have to love it or pay someone to do the parts you don’t like so you can focus on the parts of the business that inspire you. 
· Use 2 sides of a sheet of paper to determine “things I love and that are profitable” vs. “things I dread or are not profitable”- give the 2nd list to an assistant
· Find an accountability partner to keep you on track and motivated (see our forum)
· Create a morning ritual that energizes you
· Find passion somewhere else – rock climbing, a trip to Europe, 4 day work week, etc- and use that as fuel for your work life

QUESTION #5
What voicemail message gets a high number of call backs? 

The Mysterious Message:  

Hi, ____________, this is _______________. My phone number is ____________. It is about___ O’ clock on _____.  Please give me a call when you have a moment, I have a quick question for you.  Again, my number is ______________.  Thanks. 
One from Barb Bruno:
“Hello my name is _____________ and my phone number is ______________. Someone suggested we talk.  When you call me back I don’t want YOU to end up in MY voicemail.  Please tell whoever answers my phone to interrupt me no matter what I’m doing – I don’t want to miss your call!  Again, my name is ____________and my phone number is ___________.  I’m looking forward to our conversation,  Thanks.”
QUESTION #6
How can I have a cooperative relationship with HR? 

· Find our where the budget for this hire exists- does money for the search come from HR or the department you recruit for- this tells you something about their influence

· Taoist proverb: The river is mightier than the mountain. All the water runs into the river because it gets lower than the mountain. 

· Don’t be afraid to feed HR’s ego- make them look good- solve their problems- make them feel respected. 
· Say, “We want to act as an extension of your department”

· Copy them on your emails to the hiring manager if necessary 
· Meet them in person or take them to lunch to build rapport
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