
Winning the 
Race for Talent

Engineering, IT, and Scientific:
Urge Clients to Be Engaged and 
Nimble

Garrick A. Cooper, TSC, 
CSP, vice president,  
IT, engineering, and 

technical services, Volt 
Technical Resources 

We work hard to educate our clients 
on the state of the market and the effort 
we have gone through to source available 
candidates. We also prequalify our clients 
on their sense of urgency, and then 

The question posed in this 
installment of Sections 

Sound Off focuses on 
educating clients about 

the effects of supply and 
demand on procuring 

top talent. How are you 
coaching your clients 

to move faster with the 
candidate selection process? 

discuss those items that would cause them 
to be distracted when we find the right 
candidate. Given today’s talent shortages, 
we find the longer the candidate is in the 
process of finding a job, the more likely 
they are to get multiple offers—so you 
initially land the candidate only to lose 
them to a better offer in the following 
days and weeks. Because it is a candidate 
market, candidates are also assessing the 
client’s culture, hiring process, and speed. 
They want to be associated with those 
companies who are engaged, nimble, and 
eager to get them on board. >>>
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Health Care: 
Educate Clients During the Sales 
Process

Char R. Talmadge, 
national director–staffing, 

Interim HealthCare Inc.

Our franchisees understand that in a 
high-demand market, customers must be 
part of a time-efficient assigning process. 
Simply educating the customer about the 
fact that a long delay in the candidate 
review process will likely result in losing 
the candidate to another assignment will 
often expedite the process. We begin this 
education with the customer in the sales 
process, as we set out to establish parame-
ters that will result in a mutually beneficial 
relationship whereby candidates are placed 
on actual assignments. Our focus is to 
work with those customers who will work 
toward an improved assigning process.

Industrial: 
Set Realistic Expectations From 
the Start 

Kara Shanks, CSP, 
vice president, The 
Reserves Network

In today’s candidate market, it is impor-
tant for staffing companies to continue 
to educate and engage their customers in 
conversation about the supply and demand 
of candidates. This sets realistic expecta-

tions right from the start—resulting in a 
faster hiring process that benefits everyone 
involved. For example, customers can 
conduct “working interviews” with top 
candidates to see how they perform the 
basic duties of the job and fit into the 
company’s culture. If customers are hesi-
tant to go that route, staffing companies 
can schedule interviews with the three best 
candidates back-to-back on the same day for 
real-time comparisons. As an added tip—to 
keep the hiring process moving, don’t just 
send a résumé over to a customer. Instead, 
discuss qualified candidates directly with the 
customer or send a candidate summary.

Office–Administrative: 
Create a Sense of Urgency

Peter Giglione, CSP, 
 director of client 

development,  
Lloyd Staffing

We provide our clients current work-
force data and express to them the sense 
of urgency to hire faster! If they do not 
hire faster, they will lose talent to their 
competitors. When sitting with one client 
a few months ago, we were going over the 
candidates submitted to an open requi-
sition. The client asked about several of 
the candidates and when told they were 
no longer available, she asked why. I 
responded that it was taking too long to 
make decisions to hire, and she then real-
ized that she needed to hire faster. Since 
that meeting, she has not missed hiring 
a single candidate she was interested in. 
That client is now at full capacity!

Professional–Managerial: 
Empower Clients With 
Information

Catherine Motcheck, 
CSP, staffing manager, 

Neese Personnel

With unemployment at an all-time low, 
it is no secret there is a shortage of top 
talent actively seeking jobs. Active candi-
dates in today’s market have the upper 

hand—therefore, we need to empower our 
clients with vital information to be able 
to make a quick decision. Transparency 
is key with our clients, so they know who 
or what they are up against when putting 
in timely offers. Alerting our clients to 
any other known interviews or offers the 
candidate has on the table enables them to 
act swiftly. 

In this shortage of active talent, passive 
recruitment is beginning to take a front 
seat—creating another unique challenge 
for employers and yet another bargaining 
chip for candidates. Encouraging clients 
to act quickly once we have these passive 
candidates “on the hook” is paramount 
to closing the deal. Our job as recruiters 
doesn’t stop at recruitment—it goes 
well beyond into preparing both client 
and candidate with any information we 
can get them up front. The more they 
have before going into an interview, the 
quicker they can make (and hopefully 
accept) an offer. Time is of the essence, 
and something we are all short on. It’s 
all about persistence, information, and 
communication!

Search and Placement: 
Highlight What Competitors Are 
Doing 

Cristina Moceri, owner, 
SBM Employment

Expected time-to-fill remains at the 
top of our initial questions we ask when 
receiving a new job order. Knowing the 
who, what, when, where, and why of a new 
job helps position the recruitment expert 
in a seat of advisory. Working with hiring 
managers, we deliver up-to-date market 
data, insights, and trends—including 
highlighting competitors; knowing and 
communicating the cost of unfilled posi-
tions; and identifying the benefits of filling 
the role. Emphasizing the talent shortage, 
current employment climate, and updates 
on what competitors are doing differently 
helps to keep our clients engaged with 
their eyes on the prize—filling the critical 
need as soon as possible. n

Emphasizing the talent 
shortage, current 
employment climate, 
and updates on what 
competitors are doing 
differently helps to keep 
our clients engaged with 
their eyes on the prize—
filling the critical need as 
soon as possible. 
—Cristina Moceri, SBM Employment
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