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In this installment of Tech-
nology Trends, the team 
of researchers at Talent 

Tech Labs reports on emerging 
technologies that are begin-
ning to and will continue to 
disrupt traditional staffing and 
recruiting operations. New 

technology-enabled, potentially disrup-
tive companies are gaining scale; tools for 
in-house recruiters are getting more effec-
tive; and digital platforms and service 
providers are beginning to look a lot like 
staffing companies.

Here is an excerpt from a recent white 
paper on this topic, published in the ASA 
Staffing Tech Center and available for 
download at americanstaffing.net/techcenter. 
The white paper—the third in a series—

goes into detail regarding these early 
trends and how they could make a dent 
in the staffing business in the near future. 
The goal is to give staffing companies the 
forward-looking information they need to 
develop effective strategies, adopt technol-
ogies strategically, and continue to grow 
and thrive in the future.

The Threat:  
E-Staffing

E-staffing companies leverage tech-
nology to disrupt the traditional staffing 
model. Unlike today’s staffing models, 
these companies leverage technology to 
deliver sourcing, online engagement, and 
sales. The e-staffing segment has been 
growing quite rapidly over the last few 
years, most recently by the acquisition of 

There are technology 
solutions that can help hone 

operations for staffing 
companies, and others that 

can work to disrupt their 
business altogether. 
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Downlaod a new 
whitepaper on 
emerging technologies 
and the threats 
they create to the 
staffing business at 
americanstaffing.net/
techcenter.

Vettery by Adecco Group for approxi-
mately $100 million. 

The main threat to the staffing business 
is that e-staffing companies can deliver 
candidates at a lower cost than traditional 
staffing agencies—and, in some cases, with 
less friction in the process than today. 

This trend continues to form and the 
revenue numbers from the emerging 
companies are increasing. Though these 
companies account for very small dollars 
compared to the vast spend going through 
traditional methods, we see this as an 
important development that will increas-
ingly stem the tide of using only tradi-
tional delivery models. 

The Threat:  
Temporary Labor Marketplaces

Temporary labor marketplaces are plat-
forms with remote workers on one side and 
employers on the other. These marketplaces 
began by targeting small and medium-sized 
businesses. But after years of experimenting, 
it was apparent that the unit economics 
work best in the enterprise. These started 
as pure software marketplace platforms 
that matched jobs and tasks to freelancers. 
However, as they work toward penetrating 
the enterprise space, some are beginning 
to layer in a degree of customer service. As 
they do so, they are starting to look a lot 
more like staffing agencies, which is where 
the threat lies.

For example, the platforms that offer 
targeted customer service will eventually 

make themselves look a lot like staffing 
agencies. Companies currently can use 
these platforms to build candidate pools 
for their own use.  As these platforms gain 
more traction, corporate hiring managers 
will start to reduce the types and amount 
of jobs they send to staffing agencies to fill, 
thereby reducing their spend. 

Perhaps most importantly, the ease of 
use and simplicity of getting work done 
will build a consumer behavior that will 
eventually stand in stark contrast to how 
staffing employees are procured today. 
This will, at a minimum, raise the bar on 
buyers’ expectations for simplification in 
any future state of staffing services delivery.

The Threat:  
Vendor Management Systems

Vendor management system (VMS) 
solutions are a mature talent acquisi-
tion technology segment and are used 
by enterprises, often in conjunction with 
a managed service provider, to manage a 
company’s contingent labor program. 

While VMS solutions historically 
disrupted staffing companies through 
driving transparency on rates, a new threat 
is now emerging. As VMS companies begin 
to provide more candidate sourcing solu-
tions at a lower cost, and as the capabilities 
of those VMS solutions improve, clients 
may be inclined to prioritize these sources, 
resulting in decreased utilization of staffing 
companies.

While VMS solutions were historically 

developed to drive transparency around a 
company’s contract workforce spend, the 
technologies have evolved to allow compa-
nies to access talent from other sources. 
As VMS platforms seek to increase their 
access to alternative sources of talent, client 
companies may be less inclined to use as 
many candidates presented by staffing 
companies.

The Threat:  
Freelance Management Systems

These systems provide tools to manage 
pools of freelancers and provide employees 
a place to enter their time worked and 
to receive payment. As the on-demand 
economy continues to grow, freelance 
management systems will help companies 
more effectively manage their networks of 
nonemployee labor. As a company’s free-
lance employee network grows, there will 
be a decreasing need for working with 
staffing agencies to re-supply the talent 
already known to the employer. These 
platforms also will affect the payrolling 
business many staffing agencies provide to 
their clients since freelance management 
systems are lower-cost software platforms 
that can do it cheaper and even more 
transparently. 

The market for contract labor is 
trending upward, and that long-term 
trend shows little sign of abating. 
However, the automation that digital 
platforms offer is changing the ways 
companies will hire freelancers and 
contract workers in the future. The ease 
of use and lower costs that these solutions 
provide will put pressure on traditional 
staffing margins and market share. 

For staffing agencies to stay competitive, 
all of these threats should be a hot topic of 
discussion. Leaders must think about how 
they, too, can utilize technology to reduce 
operating expenses and drive efficiencies 
while continuing to improve the client 
buying experience. High-touch service will 
continue to be a differentiator over fully 
digital offerings, but must be achieved at 
a premium that clients are willing to pay 
for. Meanwhile, the alternative pricing of 
digital offerings will push down what some 
clients will be willing to pay. n
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