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These are Simple Techniques

• You may already be doing 
some of these.

• Pick three you like and 
implement. You will see 
results! 

• Candidate Driven Market

– There is so much money to 
be made right now.

– Are your Candidates “ready 
to go?”

– Are the Clients “ready to 
go”?



#10 – Aggressive MPC Marketing
• With Aggressive MPC 

marketing, the primary goal is  
to get a send out on a 
researched opening.

• Pick a hot title in your niche.

• Identify 10 Companies that 
need this type of person.
– Use Indeed, Your Market 

Intelligence, and Company 
Websites.

• Identify 2 Decision Makers 
per company (minimum).



#10 – Aggressive MPC Marketing
• Day One – call all 20.

• If live – deliver MPC script, reference the 
opening.

• If VM – “Hi ______, this is _______ with 
________. We are representing an exceptional 
________ and we thought of you immediately. 
Let me know the best time to reach you to 
discuss further. Name and contact information 
twice.”
– Send a very similar email to the voicemail.

• Day Two – call all that did not respond.

• If live – deliver MPC script, reference the 
opening.

• If VM – “Hi ______, this is _______ with 
________. I tried reaching you earlier this week 
regarding a _______ (insert title) who may be a 
good fit for your ______ role.  Let me know the 
best time to reach you to discuss further. Name 
and contact information twice.”
– Send a very similar email to the voicemail.



#10 – Aggressive MPC Marketing
• Day Three – call all that did not respond.

• If live – deliver MPC script, reference the opening.

• If VM – Take it Away – “Hi ______, this is _______ with 
________. We have a person who could be fantastic for 
your _____ opening and have not heard back from you. 
We both know how hard it is to attract talent in this 
market. You must have filled the position. Congrats! I will 
cease calls on this person.  If you need us for any other 
reason, call me any time.  We work only in _______ 
(insert niche) and would be happy to help.  Name and 
contact information twice.”
– Send a very similar email to the voicemail.

• Why is this approach to marketing an MPC working so 
well in this market?

• What is the importance of making all three calls in one 
week?

• What happens when you do the take away?
• Why are rookies making their first placement faster using 

this approach?
• How can this work in your business?  What is that one 

title every company needs one?

IMPORTANT NOTE:  Many times you will not want the job 
order (too far along in the process, too many other recruiters, 
etc).  However, you can get the send out.  You can open the 
door for other positions. You can build relationships for the 
future. 



#9 – Free Marketing – Build Your Brand

• Use LinkedIn to create a 
buzz.

• Put an Outlook reminder 
on your calendar to spend 
15 minutes per day 
completing a status 
update.

• Get your name and your 
brand out there, every 
single day.

• Become the expert, the “go 
to” for your niche.



#9 – Free Marketing – Build Your Brand

• Placements Made

• Hot Candidates/New Jobs

• Articles of Interest (niche or 
recruiting)

• Conferences/Community

• Leadership/Business Articles



#8 – Backdoor Hires

• Yes, these still are going 
unnoticed every single 
year.

• Protect yourself – be 
proactive.

• Build a list of every 
Candidate that has ever 
been presented.

• Call those Candidates at 
minimum, once per quarter 
for one year from the date 
of presentation.



#8 – Backdoor Hires

• All Calls are Multipurpose 
Calls:

– What has changed?

– Potential new Decision Maker?

– Potential new Candidate?

– No longer there? New 
opening?

• Job Order lead to a Decision 
Maker in the Company?

• Source of referrals?

• Did they start with the 
Company you presented 
them to months ago, 
MONEY?



#7 – Touch Plans & Newsletters

• Stay in front of your 
audience.

– Decision Makers only– if 
you are responsible for 
business development.

– Candidates only if you are a 
Recruiter.

• Example of a Touch Plan:

– 900 Individuals

– 900/9 (9 weeks) = 100

– 100/5 (5 days) = 20

________________________

20 people per day to call



#7 – Touch Plans & Newsletters
• Take those 20 people per day 

and place a block of 20 each 
day on your planner for the 
nine weeks.

• Call and email only once, 
these calls do not carry over.

• Be strategic:
– Sort your list by title.

• Call all Presidents one week.

• Call all Design Engineers one 
week.

– Use common sense.  If a 
person you are active with is in 
your Touch Plan block, skip 
them.



#7 – Touch Plans & Newsletters
• Be strategic:

– What can change in 9 weeks?
– Bring value – market an MPC or present 

the Candidate with an opportunity.
– Stay connected – how many Recruiters 

have they only heard from once and 
never again? Differentiate! Dominate!

• Newsletters
– Once per month (mix up the content 

monthly) – it can be a team newsletter:
• Article of interest to your audience.
• Confidentially market Candidates.
• Represent a couple opportunities.
• Highlight successes of your firm.

– Be consistent on the date you send your 
newsletter.

– Always include an Opt Out feature. 
– Follow your bounce backs.  New 

openings? New Decision Maker in a 
different Company?



#6 - Indeed Alerts for all Current Clients

• When you have a contract 
in place with an 
organization, create an 
Indeed alert.

• They do not always call 
when they have an 
opening.



#6 - Indeed Alerts for all Current Clients



#5 – Permission to Accept
• Pre-close on every single phone call 

with Candidates
• Make sure they are “ready to go” if 

an offer is extended.
• Let them know it is a competitive

situation and others are qualified 
and motivated for the same 
position.

• Pre-close – ask the tough questions.  
Do not wait until the end of the 
process:
– Where else are you interviewing 

(role & stage of interviewing 
process)?

– What will you need to see in an 
offer in order to accept?

– How much vacation time will you 
need/perks?

– When can you start?



#5 – Permission to Accept
Explain Your Role In the Process:

“Should an offer be extended, we will act as your 
agent and speak on your behalf.  There will only be 
one offer and we will not go back and forth.  We will 
try as hard as we can to help you get the very best 
offer and the very best opportunity for you. I need to 
know that if/when we do have this discussion with 
our Client, I can speak on your behalf. Does that make 
sense?”

Summary Close:

After gaining commitment: “To make sure that I 
know all variables and I can confidently speak on your 
behalf, if ABC company were to extend an offer at or 
above __________ (closed number) with _______ 
(any perks) with _______ weeks vacation and a start 
date of _________, do I have your permission to 
move forward with the offer knowing it will be 
accepted by you at the time the offer is delivered?”

Be sure to review benefits/relocation packages 
before an offer is ever delivered.



#4 – Pre-set Interview Dates and Defined Hiring Process

• When would you like to have this 
filled (ASAP is not the answer – too 
vague)?

• It will take us _______ (insert the 
number of days based on the level 
of search and your confidence on 
how quickly you can find people) 
days to identify 3 people for you.

• Do you have a calendar handy?
• We will have you 3 qualified and 

motivated individuals by _______ 
(insert date), when can you begin 
interviewing?
– Pencil my name in for now.  We will 

change the names as we present 
you with qualified and motivated 
talent.
• Value proposition – you are not a 

resume pusher – differentiate! 



#4 – Pre-set Interview Dates and Defined Hiring Process

Coach your Client that in order to hire the best of the best … 
ideally, we are looking at a hiring process of no longer than 2 
to 3 weeks from first interview to offer. 

• Candidate driven market.
• Competitors want the same people.
• Passive Candidates will even find opportunities if time 

lapses.
• Use a similar situation close – share a story of other 

companies that have lost the #1 person to a competitor.
• Refer back to the pain of why the Company needs to have 

the position filled quickly.
• Be a consultant.  Give them a project timeline.  They are 

paying you to complete the “job”. 

Remind your Client that we also have to account for a two-
weeks notice:

• IF we can start the interviewing process on October 3rd, 
conduct all interviews between October 3rd and October 
17th then we are in a position to extend an offer by 
October 18th or 19th – THEN our Candidate can resign on 
October 20th. With the two-weeks notice, we will be able 
to have this position filled for you and a person starting 
on November 6th?  Is this in line with your plan for a new 
person starting in this role?

• Confirm hiring timeline in writing with an email.  Refer 
back to timeline when the hiring process stalls.



#3 – Cash in on Your Favors
• At some point, your Clients 

and Candidates have said to 
you “_____, let me know if I 
can ever return the favor.”

– Let them!

• Job Order leads.
• Referrals.
• Directories.
• Trade show lists.
• LinkedIn recommendations.
• Personal introductions to 

other Decision Makers at 
other locations.



#2 – Ask for Money Up Front

• Develop a new habit 
TODAY!

• EVERY SINGLE TIME it is a 
reasonable search (not a 
purple squirrel) and there 
is PAIN, ask for money 
upfront.



#2 – Ask for Money Up Front
• Money upfront guarantees time and 

attention from your team.
• Successful completion of searches 

with money up front is over 90%
(less than 25% on contingency).

• Premium service provided to those 
who truly need their position filled 
in a timely manner (PAIN).

• Single partner to “get the job done”.
• Can split the payment into two.
• Can offer a discount if the Client 

puts skin in the game.
• Can give exclusive rights on 

Candidates.
• Can extend the guarantee. 



#1 – Do Not Be Afraid to Use a Take Away

• You cannot help everyone!
• Not everyone will 

understand/value your process 
and expertise.

• Can be used on Clients and 
Candidates.

• Make it easy for people to say 
no. Stop wishing and hoping.

• You cannot kill a placement!

• If you find yourself 
pushing/selling too hard, take it 
away.

• If you hear a red flag, take it 
away.

• If the process has stalled, take it 
away.

• If you are not reaching decisions, 
take it away.



#1 – Do Not Be Afraid to Use a Take Away

• The take away is not mean.
• The take away is not harsh.
• The take away works!

– You will get a decision.
– Our business is built on 

decisions.
– Wishing and hoping is a poor 

strategy!

Client:  With the amount of time 
that has passed since ____’s 
Interview (insert name) it 
appears that you are not 
interested in hiring him/her.  
That is ok.  Let’s not keep his/her 
hopes up.  I can just call him/her 
and release ____.  Is that what 
you would like for me to do?



#1 – Do Not Be Afraid to Use a Take Away

Candidate:  I know you are struggling 
with this decision.  I do not want to 
push you into something that is not 
right for you.  I will make it easy for you  
to say no.  I can call ABC company 
today and let them know you are going 
in a different direction. We can stop 
this one and we can look for different 
opportunities that might make more 
sense.  Would you like me to call ABC 
Company today? 

• There are so many variations to the 
take away and so many times a take 
away needs to be used.

– What situations are you dealing with 
today that may call for a take away?

– For those who have used a take 
away before, why do they always 
work?



THANK YOU!!!!!
Andrea Tajgiszer
President – Train Recruiters
andrea@trainrecruiters.com
O: 330-995-6474
M: 216-210-0206

Thank you to NAPS for having 
me back again this year.

If you need further help, just call 
me!

Enjoy the rest of the 
conference!

mailto:andrea@trainrecruiters.com

