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Get your career moving in the right direction!




Put yourself in the Recruiter's Shoes









By Jane Andersen

Dear Job Seeker,

Prepare like a Marketer, focus on your target customer!  Your "customers" in the job search are the people who make hiring decisions, and their world has changed radically in the last 10 years or so.  To market or sell yourself effectively to them - to get that dream job - you need to understand the new realities of their world.  When I use the word "recruiter" think in terms of full-time recruiters, human resource professionals, and hiring managers.  The better you understand the person across the table, the more effective you can be - and the more they can help you.  This applies to people who are:

· networking with you

· reading your resume

· interviewing you for a position

· negotiating a job offer with you

· and everyone else in your job search

What if you could actually "help" them do their jobs?  What if you could help them come to hiring decisions with less effort?  Wouldn't that make you more memorable?  Most candidates don't even think about the hiring manager's goals; they're focused on selling themselves, and, of course, you will do that, too.  But good selling is more than talking about yourself - it's about understanding the customer.  Everyone loves finding what they want at a fair price when they're shopping.  And make no mistake, a recruiter with a job to fill is shopping.  
What no Recruiter will tell you:  Even if you get a job interview, a recruiter may spend only ninety seconds studying your resume before you walk into the room, and you will probably be judged on your "fit" for the job in a matter of minutes! When in the interview, for the first three to five minutes of small talk, the recruiter is sizing you up as a person, looking for clues to your character and enthusiasm.  For the next half hour or so, the recruiter will ask specific questions about your skills.  Finally, if there's time, the recruiter may ask some questions about your values and passion, mostly to confirm ideas he or she has already formed.

Professional recruiters are judged by the quality and contributions of their hires. (How quickly they fill positions and how long their hires stay is also important in some companies.)  They are also concerned about how this person will reflect on their performance, thus,  three qualities about a candidate really matter to the recruiter:  the skill match, the culture match, and the motivation match. These three qualities are weighted differently based on the recruiter, but in general, most recruiters assess candidates 90% on skills, 5% on style, and 5% on motivation.  However, in many experiences, it has been reported that people who weren't the most skilled, but did fit into the group well and had great passion for their work, were more productive than the people who looked better on paper but didn't have the style or motivation match.  Due to the competitive nature of the current job market, I would personally prepare for all three and see what happens.

Recruiters receive hundreds of resumes for one job position, so keep in mind their first task is to narrow them down to 20 or so.  They then have to take those 20 candidates and narrow the number to 5.  Your goal is to lead them to put you in that final 5. To ensure this you need to be an interesting person, be prepared, show them the best parts of you, and prove that you know at least some basics about their company.  The more you know, the better.  There's no such thing as "over prepared" here. 
When screening resumes most recruiters have 3 questions:  

· Does the candidate have the skills and knowledge to do the job?

· Will we like working with this person?

· Can we get this person at the right price?

Some interesting Facts about Hiring Managers:

· They're often Skeptical.
Every hiring manager has probably been burned by an applicant who stretched the truth on his resume or lied outright during an interview.  So why should they believe you?  You can alleviate wary employer's doubts by offering specifics about achievements.

· They're Swamped.

All hiring managers have too much to do and too little time in which to do it.  Anything you can do to save their time will be to your advantage.  Start with a well-written resume and a customized cover letter.

· They're comparing you to other candidates.

It's easy to think that a recruiter is comparing you  only against the job description.  In reality, they're always judging you against other applicants.  If you've prepared like a marketer, you can describe your achievements in a memorable way.  Then recruiters will compare others to you.
· They aren't in business to take a chance on you.

"If only an employer would give me a chance"...  you might be thinking.  But it's not a recruiter's goal to give people chances.  Their goal is to make great hires every time.  So the more you look like the answer to a problem, and the less you ask them to take a chance, the greater your credibility.

· They're under pressure, and perhaps even afraid.

Recruiters are judged by the candidates they recommend.  If those candidates disappoint, the recruiters will be on the hot seat.  So understand that they are feeling some pressure, both internal and external, to make good hires.  Keep a helpful attitude.  If it's clear that you're not going to be one of the final five candidates, offer to help the recruiter find candidates for other jobs from your personal network.

· It's a Human Process.

Hiring always hinges on the human factors.  The recruiter will judge you they way you judge a new acquaintance at a party - and those first few moments, your presentation, interest in them, and ability to communicate count a lot!

Just like many other jobs, recruiting has grown more demanding in the last 20 years.  Here's a snapshot of how the rest of the process has changed in the past 2 decades:

· Employers are aiming toward 40 to 50% of new hires coming from employee referrals.  By giving current employees cash incentives to bring in new hires, they're turning their entire staff into a first-line recruiting machine. 

WIFM:  Talk with people:  mix, mingle, ask questions.  You never know who you will meet that might be one of these employees searching for their employer.

· Testing of technical knowledge, personality type, or "motivated skills" is much more common.  Advanced interviewing methods have been accepted because they produce good hires.

WIFM:  Take an advanced computer course(s) to differentiate yourself.  Be aware of these different strengths based personality/behavior profiles and learn about yourself, your abilities, and interests...you may be pleasantly surprised and have something interesting to talk about in the interview.  Go through an advanced interviewing coaching session ( one -on- one).  Be sure the coach understands Behavioral interviewing techniques and Emotional Intelligence.  Questions from recruiters are getting tougher!

· Companies are hiring Specialty Firms ( outsourcing) to do their hiring.  The person you contact first may not even work directly for the company.  These are generally called Professional Staffing, Executive Search, and Recruitment Firms.  They specialize in specific industries, level of hire, and are usually paid on contingency or retainer.  
WIFM:  Meet and Mingle with these people wherever you can.  Special events, like the Pinkedin Party events are great venues for meeting these Professional Recruiters.  Keep in mind that they are also your customer!

· The cost of recruiting has changed.  Advertising a position on the Internet costs a fraction of advertising in a newspaper, which means more positions can be advertised for the same dollar amount.  Most newspapers now have their Job/Career sections on-line.  

WIFM:  Learn how to navigate the web.  There are hundreds of sites out there that post jobs.  Some are more difficult to  navigate than others.  Employers usually have their own On-line sites also.  Don't get discouraged. Sending your resume on-line is great practice and may result in a call back, BUT, statistics still show that the bulk of the jobs filled are filled through Networking, Professional Recruiters, Referrals, and Family/Friends, recommending you.

For more information on Tips and Tools for your Job Search and speeding up the process, please go to www.CompassConsultingTeam.com or email us at  info@compassconsultingteam.com.
"We offer creative and innovative solutions to support you in your job search. We  pride ourselves in offering affordable "launch" packages that prepare you and your marketing materials for best results."  

