
We started on a one month trial.  Our objective was to make one hire.  We made three.
We were extended beyond a year.   We were asked to add a second recruiter.

But this story is about how we did it.  The client was a Los Angeles insurance company.
The jobs were mostly legacy information systems positions: COBOL, DB2, CICS…the
hardest of the hard to fill.

34 hires in 35 weeks with a cost per hire of 7% of salary is testimony to this: we could
find the candidates.  The hard part was helping a company that had not systematized
recruiting get organized and get the candidates hired.

First, we got all resumes to come to as we distributed the resumes just to the managers
who needed them.  We took the candidates’ telephone numbers off the resumes, so
interviews had to be scheduled through us.  Now candidates whom several managers
wanted to interview would meet everyone in one interview trip to the company, not
have to come back several times, as had been the practice.

We arranged for the company to participate in two job fairs: 9 hires.  The company had
been running the same ad in the Los Angeles Times every other week.  We put in different
jobs each week, depending on the need: 17 hires. We called technical friends and asked
for referrals: 8 hires. Internet candidate databases were disappointing, yielding mostly
inappropriate candidates.

We helped prioritize the openings and helped create a requisition approval system, so
we only worked on jobs that were actually open…saving wasted hours and reducing the
cost.  We also helped with the contract programmers, reducing the time and aggravation
associated with managing the vendors.
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