
 

MEMO 

Date:    11/08 

TO:       Recruiters interested in making the 4
th

 quarter rock! 

By :       Jon Bartos 

Subject: End of Year Success Plan and Trouble Shooting Guide 

 

The arrival of fall means more than cool nights and football games. It’s fourth quarter, 

and that presents special challenges to recruiters and recruiting managers. I put together 

an end-of-the-year strategy, a powerful way to focus you and your team… and keep us 

going strong in a weak economy. 

 

Congratulations on your successes so far this year. Many of us are on our way to a 

healthy 2008. But as we begin the fourth quarter, it’s time to take a hard look at our 

performance, because it’s make or break time in the recruiting world.  

 

The last months of the year should be a time of renewed commitment to hitting personal 

and company goals. But too many of us are slowing down instead of kicking it up. Based 

on our activity in the last few weeks, it does not look good for many of us.  

  

Please really internalize the suggestions and numbers below. Don’t let yourself get 

comfortable with performing at below minimum standards daily. My biggest concern is 

we are growing content with mediocrity. Excellence should be our standard and we 

achieve that by focusing on the important things, those that virtually guarantee recruiting 

success.   

 

This is not an economy—or a profession—where you can let a few months of un-

productivity go by. I see far too many people accepting failure. Failure is a tough word, 

but this is a tough world. Failure not only affects your pocket book, it affects your family, 

your lifestyle and your self-confidence. We need guaranteed success, not a hope and a 

prayer and a few phone calls.  

 

Consider this a call to action. Because the good news is, in recruiting if you’re really 

hungry for success, you can have it. Here’s how-  

   

Perform Critical Activities and Metrics 

  

1.  Make sure you have great job orders or search assignments.   There a lot of job 

orders out there.   Unfortunately most are bad.  If you don’t have any ―A‖ job 

orders stop everything and market until you do. An ―A‖ job order meets the 

following requirements (no compromising!):  

a. It is an exclusive search – No other recruiters! 

b. There is a defined, acceptable hiring process (4 weeks or less) 

c. You have a realistic candidate description that you can fill. 

d. You’ve developed a good relationship with the hiring manager—not HR 

e. The fee agreement is excellent – not just another 20% fee. 



 

2.  Market an ―A‖ player to your target account list every day.  Don’t kid 

yourself. You can’t spend your days talking about golf with your hiring manager 

buddies and then complain when you don’t make your numbers– Market! 

 

3. Focus on your top ―A‖ job order daily. Don’t waste your time on ―B‖ and ―C‖ 

work.   Account Executives should dedicate their afternoons exclusively to 

recruiting on ―A‖ job orders. Recruiters should spend their days on nothing else. 

 

4. Hold yourself accountable. The bottom line is you must reach your goals and hit 

your minimum numbers.  Nothing else is acceptable.  

 

In a bad market,  the reason why so many of our recruiting family go out of  business is 

that they get too comfortable and stop doing what’s needed to be done. 

 

Position Goals: 

 

Account Executives:  Bring in no less than five job orders a week. Three of them 

must be converted into ―A‖ job orders. If you don’t have them,  keep marketing 

until you’ve got them. If you work both sides of the desk,  your recruiting efforts 

must yield three Candidate Data Sheets per day, with two being converted to 

Quality Candidates that will be sent in on your ―A‖ job orders.  Get five sendouts 

per week on your ―A‖ job orders. No exceptions.    

 

Recruiters: Insure you’re working on the ―A‖ job orders. If it isn’t an ―A‖ job, 

leave it alone.  

 

Evaluate and reevaluate. Every afternoon before you leave the office, make sure 

you’ve got a great plan for tomorrow. Make sure your script rocks. Test it on your 

AE, practice it in your car on the way to and from work. It needs to be clear, 

concise and sincere. If you’re not hitting your QC numbers, get help! Every good 

recruiting manager will work with you to make sure you succeed. This is the time 

to save your year. 

 

Researchers: Use all the tools at your disposal to help your team be successful. 

You’re the driving force behind this office. Get creative. Go beyond the basic job 

boards to find great openings and candidates. Use linked in and search engines.   

 

Plan, plan, plan. Make sure your team is ready to succeed before the start of every 

day. Ask for more to do. Ask what else you can do to help. Always put more into 

your job than is required of you—you will get so much in return.  

 

  

Okay, that’s what you need to do, but what if you’re just not hitting the critical metrics 

numbers?  Here’s a troubleshooting guide designed to help you help yourself.  

  



The Ultimate Troubleshooting Guide 

  

1. You are unable to hit your daily call numbers - Get help immediately – Meet with 

your researcher, your AE and your manager. Today. And spend more time 

planning  

2. No one’s interested – Change your script so you sell everyone you talk to. 

Consider narrowing your market list and get rid of the requirements that you keep 

mentioning. 

3. Your phone time sucks, but you’re getting Candidate Data Sheets - Are you 

talking to the right people? The ones who will allow you to influence hiring 

decisions? Be objective. Once you’ve found the right people, then and only then 

start filling out complete CDSs and investing the time to build in-depth 

professional relationships.   

4. I’m just not getting any “A”  job orders – Identify and market a true ―A‖ player in 

the right industry daily.  Don’t forget to follow up voicemails with emails. Use 

cell numbers.  In short, use every tool at your disposal to eliminate failure as an 

option! 

  

There you have it. Recruiting 101: the numbers and a troubleshooting guide. Like most of 

you in this industry a long time,  I’ve heard a lot of excuses. But those of us who’ve 

succeeded in our profession know how much potential there is in any economy. 

 

The truth is, recruiting can be the toughest $50,000 job in the world or the easiest 

$500,000 job you could ever have. And the best part is… It’s totally up to you.  

 

Let’s work smart to make this quarter and year happen!  

 
Jon Bartos is a premier speaker and consultant on all aspects of human capital. As 
president and CEO of Jonathan Scott International in Mason, Ohio, he has achieved 
industry-leading success. He is one of an elite group of executive recruiters who bill over 
$1 million annually. Jon has personally billed over 9.5 million dollars in just past 9 years.  
He has also established JSI as a top 10% executive search and contract staffing firm. The 
office has won over 17 international awards in the MRI Network, including International 
Billing Manager of the Year and many Top 10 SC Office awards. Jon recently launched 
Magnum, a personal coaching program based focused on helping recruiters and recruiting 
managers reach their potential.  If you are ready to achieve your recruiting or managing 
potential,  he can  be reached at 513-701-5910 or jon@jonathanscott.com 
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