SAMPLE SCRIPTS

RECRUITING PRESENTATION

When I entered this profession thirty years ago, we did not recruit candidates.

Instead, we ran ads, interviewed applicants, and then proceeded to charge the applicant the fee.  Enough on history, today candidates are receiving MANY recruiting calls.  Receptionists and secretaries are being trained on how to screen your call, they will refer to you as YOU PEOPLE, and don’t necessarily feel they have to be very nice in the process.
The problem with most recruiting calls is they all sound alike. We even resort to some of the verbiage used by tacky sales calls for example:
“Good morning, my name is ________ and how are you today?”
First of all, why do you care and isn’t that an instant indication that you’re a salesperson? Unless I know you, I’m not going to tell you how I am and I resent that this is how you started your conversation with me. Try to accomplish the following when you are making your presentation:
a. Set yourself up as an expert in their profession who has access to great opportunities that are NOT advertised.

b. Let it be known that you place your reputation on every person you represent, so you only represent top talent.

c. Develop TRUST. Candidates must feel you have THEIR best interest at heart. They should not feel that you’re selling a specific job and only representing one specific company. Discuss their goals, plans and career.

d. Ask non-threatening screening questions.

e. Decide if you choose to represent them.

f. Schedule a time for an in-depth interview.

g. Attempt to develop initial candidate rapport.

h. Obtain needed paperwork, especially the profile form.

i. Never work off a RESUME! 

THE ENTICEMENT METHOD:

Opening:

“Good morning/afternoon ________my name is _________. I’m a corporate recruiter with _____________. The reason I called you today is to see if you might be able to help me?
I’ve been retained by a client or several clients, to help them attract an above average ________________. In the past, I’ve received some of my best referrals from people like you, who are working and know who is good and who isn’t.
Body:
Insert the best job and company sizzle (selling points) that you have to offer.

Explain the opportunity (as an example of the types of opportunities) you represent.  Do not immediately specify the QUALIFICATIONS you are looking for, stress the sizzle of the opportunity!


ALWAYS DO YOUR BEST. WHAT YOU PLAN NOW,




 WILL HARVEST LATER.





~  Og Mandino
Close:
“I wondered who may have come to mind that you might recommend that, even though they may be happily employed, is ready for a step up like this?” 
MAKE SURE YOU ASK, “Who may have come to mind,” “Who you might know,” and not “Do you know?” The “Do you know” question always elicits a NO response! Also, avoid the words CURRENTLY INTERESTED or LOOKING when asking for possible referrals. These phrases limit you to only people who are currently in a job search.  Most of the people we place in jobs are not actively interviewing when we first contact them.
THE PROFILING METHOD:

Opening:
“Good Morning ________. My name is __________. The reason I called today is to introduce myself to you. I am with ____________. We are corporate recruiters who specialize in finding new opportunities for individuals in your profession. I understand that you are _________. How many years have you actually been ________________?”
Body:
“I represent many of the top talented professionals in your field and I would like to have the chance to get to know you better. How long have you been with your current company?” 

In this area of the call you ask questions that answer the following:
· Job title
· Years of experience
· Education
· Area of expertise
· Salary demands, etc.
Close:
“As I explained __________, I represent many of the professionals in your occupation to help them advance their careers. Do you have an interest in discussing any of these opportunities?” 

IF YES, set up a time in the evening to fully interview the candidate and acquire the paperwork. Get detailed information and know the hot buttons of the candidate BEFORE presenting an opportunity. If you present the right type of opportunity you will gain the trust and interest of this new candidate.
If you have nothing that fits, tell him/her that you will contact them when the opportunity they describe crosses your desk. Also ask them what types of practices they would be interested in (solo, single specialty group, multi-specialty group, etc…and let them know you will actively market them to these companies as well as to some of your top clients.
IF NO, then tell them you would still like to get to know them for any future needs they may have. Even though they are not interested now, ask them if there are any situations you should make them aware of when you run across them? A great question to ask, “Do you plan to retire from your current position?”  Send an introductory letter and a few business cards and a sampling of your current opportunities (no names of course) for them to contact you or send you possible referrals.
IN RECRUITING YOU ARE ATTEMPTING TO BRIDGE THE “GAP” FROM

WHAT YOU ARE PRESENTING - TO THE LIVES, NEEDS, AND HOT BUTTONS

OF YOUR RECRUITS
PHYSICIAN SAMPLE SCRIPT:

Opening:
“Hi __________, you and I haven’t spoken before, however, earlier today I spoke with an individual that recommended we talk.”
Body:
“Let me take the mystery out of this call. I represent a practice based in

________ that separates those physicians who excel from those who have mid or average skills.  The name of my practice is____. We have been hired by (list your area of specialization) some of the leading medical practices to identify, evaluate, and introduce them to physicians who stand out among their peers. We specialize only in physicians.”
CAN I ASK WHO GAVE YOU MY NAME?
“The individual who referred you is currently being represented by us in a search.

If you were to have an interest in the same type of relationship, I would offer you the same level of confidentiality. This person had no idea if you would consider making a career move.”
Close:
“I just wanted to take the initiative to find out if you might have an interest in keeping informed of opportunities which might offer the type of challenge you would want in your next position. What types of opportunities would you like to hear about?”
It is very important to become a STUDENT to learn and UNDERSTAND the extensive medical terminology that is used. You can instantly lose credibility if you attempt to pretend you know what you’re talking about. If you want to know what a interventional cardiologist does, interview a few and you now know! If you don’t have an answer, just inform the recruit you will get the information and call back.
THERE IS NO FUTURE IN ANY JOB. THE FUTURE LIES IN THE

PERSON WHO HOLDS THE JOB.
 ~ George W. Crane

ANOTHER GOOD POINT TO MAKE:

“Putting your career in the hands of an experienced recruiter is the best passive way to be open to TOP OPPORTUNITIES in your profession. If we know what is important to you, we will know when to contact you!”
HIRING AUTHORITY SAMPLE SCRIPT:

When someone transfers you to their boss or the Human Resource Department, rather than hang up, try this script!
Opening:
“Good morning/afternoon _________. My name is ________. I was hoping that you might be able to assist me. I’m a consultant trying to identify top talent for one of my clients.”
Body:

“From your title, it is apparent that you would be familiar with (name of the position). Does your practice employ this type of individual?” Then attempt to small talk to get a comfort zone with this person. See if you can uncover any common denominators. Discuss trends in the industry so this contact can experience your knowledge.
Close:
“If you hired someone in this type of position during the last six months, I was hoping you might be willing to share the names with me of the people you did not hire.” (Often they will email or fax resumes to your office.)
If they’re not willing to share this type of information, ask this person where he/she would go to find the credentials you need. Does he know of any associations or user groups?
OTHER SUGGESTIONS TO IMPROVE YOUR RECRUITING SKILLS

1. The more successful you are at addressing the “WIIFM” (What’s In It For Me) issue, the more successful you will become with your recruiting efforts.
2. Always remember that your prospective candidates do not care about YOUR opinions. It’s all about them and they appreciate you sticking to facts and again, what is important to them. (WIIFM)
3. TAPE YOUR RECRUITING CALLS. You will be amazed at some of the things you are saying. This is a proven method to most effectively improve your script, your style, and your ability to overcome objectives. It also gives you the opportunity to hear how you sound over the telephone.
4. Share your tape with your manager. So often, an experienced recruiter can slightly change a script with major improvements in the results obtained.  Top producers are also excellent and qualified to give constructive criticism which will improve your calls. Role-play with the best in your office.
ADDITIONAL CANDIDATE RESOURCES
1. References listed on your application or profile forms.
2. Request three referrals from every person you interview.
3. Call past three employers for candidates and ask for them, when the receptionist says they no longer work there – ask to speak with their replacement, or the supervisor.
4. Get your business cards in the hands of your family, friends and business associates. Ask everyone you know for referrals.
5. Put your business cards on any and every bulletin board available.  

6. When you see business cards in a restaurant, find out what is done with the cards after the drawing. Often the owner will give the cards to you and you will be amazed at the leads you will obtain.  

7. Create flyers and place them in the strategic locations.
8. Place your business cards in career books at your local bookstore.
9. Attend networking functions and associations meetings.
10. Volunteer for non-profit organizations. Giving back to your community by donating your time gives you tremendous satisfaction as a human being.  In addition, this type of volunteerism makes you the type of person that people want to work with!
WHAT GOES AROUND – COMES AROUND

