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Jt's qurte clear that attitudes towards recruiffnent
I have changed sigmrficantly smce the recession

Itook hoid The qood news is that the so-called 'new
nnvmal';^ -t-^-,-l-J;rrurrrrcu ID cluucrLry Jrivtng positive change for our
rrdustry pressuring many sub-standard or rrllexible
suppliers out of the market, The new attitude is also
creating urcentives for innovative firms to provide
ever urcreasing levels of customer service and value.

Tn tnr]arr'q hirrhhr rtroccrrrarl a^nnnmrr nrnrnicrfinnayr vuo (Ivu uuvtfvrrlyr uf v dxDcrLI\JltD
are focttsecl on cretfincrrralrro frrrrn orranr nert nf fhairvquv uvrrr vvst y lJru t \Jr utc:Il
supply chain For decades recruitnent seems to have
been a blind spot for too manv urdustnes arrd
employers who've considered it a'necessary evil'. Thev've paid a
premrum for little more than a bunch of cvs with a loso on them. But
this tLme search provrders haven t escaped notice, Rno lt's not just
gbout squeezrrg costs dornm:long-sighted employers have placed the
focus on sustamable value rather than short-teim cost cuttrng

So what's drfferent now?Well, clients are demand::rq hiqher
standards of candidate pre-quaiific ation, more accouitarjjrity ald,
ultLmateiy mcreased retlrn on urvestment (RoD from the suppliers
they engage But what rs ROI in recrurtrnent? One blue ctlp-HRD we,re
working rirnth has a pretty clear idea: "if the new group FDis still wrth
qe rr!il/_o_years, you'lIkrow you drd a good job!" That's certardy part
of the Rol puzzle, but ur drivrrg toward that outcome I thmk there are
a nurnber of areas where recruiters can take more accountabitity and
add the sort of value that's often missinq in an urdustrv with a
significant reputation problem.

To start wrth, I can't avoid talkurg about fee structure Historically
there was a scanda-lous amolmt of 'fee and flee'recrr.ntnent, where
50o/o-r retaners were collected with very lrttle hope of an outstandrncr
hre. The market isn't wilbng to cope witir that elernent of rrsk, and
some frms are offering'dehvery weighted' fee struch-res that mean
the client has a far qreater likelihood of actually getting what they pay
for In some cases, it's even appropriate to wrthh5rd a iroportron of the
fee untrl a probationary is completed - a concept that's very much ur
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hne with what the FAD I mentioned above sard about
ROI (although two yea_rs is obviously out of the
queshon!), For recruitment firms that consistently
deller on theji promises, delivery weightrng isn't a
problem 

- n fact, it's a differentiator.
But achiev:nq ROI can't just be about the fee

structure;it's more about evidencinqvalue out of the
process GettingROI from recruitnent relies on a
robust and consistent process, which is perhaps the
most common faillng of executive level iearch firms
and operators in the mid-market, althouqh I am
wlllrrg to concede that they have more iargrn for

ROI in recruitment is all about value
The Inew nornral'in recruitment is already driving
positive change and growing businesses in our industry

errorwith more jr.rnior marragement roles. In this area, pubhCsector
recruitrnent has some great elements of best practice, The process

HrHrfi #j,.ffi .'ffi:'lJ,illHs"?:*""',"i??19,.ffi%**?J*"*o
assessing candrdates jn a malrix format, measuring skills and
experience, sryle and approach and cr-rihxal fit agaurst the
reqrlrements of the role.

culture flt is hardly ever explored in enough depth, considering how
critical rt is to an accurate and sustainable hrre. Recrurffneru parrjers
often start work with an understandurg of culture fit that's summed up
in a sentence like'high energy extrovert with good commurrication
g$irh rhat s just not good enough to reduce risk (or deliver value).
The urdustry benchmark for excellence involves a thorough
exploration of the orgamsational cr-rlh-re and chmate, and tLe clltr-ye of
the particular team the rrdrvidual will fit within (or lead), It will take a
fea] UfVeStfnent Of tirna tn nrn thrnrrnh t1'1j.q nrocpss nrnnor\r bUt it'S
wo rth it, e sp e ci aly ii il""#J.il#:; #'i ; J"h5d#'#" 
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to grve ther urput and are therefore committed and enqaqeO to the
ruI]ngprocess

There arent arry magic beans; ROI in recruitnent comes down to
great (and consistent) process, and great irrnovations wrthin the
process. It's not just about cost, it's about value.
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