
[image: image1.png]propare [ | Open assess [ compiete [ | Evatvate [
Clint Client Opportunity Continge || Needs Project
Call Plan Dislogue Analysis (SA0)
i | I & \ NEEECER | \
aign D [ cocrate [l [cloar [N | genty [ [ Prepare
Continge || Approachy Project Fess! Canddates | Candiate
Posiion Plan Confim Call
| Valse | I | [Aoreement | | | [Pan |
Open Assess Complete Maten
Candidate Motivation Candidate Wi
Dialogue Qualfication Coninee | Data Sheet Gontinee || Opporturities
i i \ 1) \ i \
Create Check Prep Prep. Debret Debrer ]
ShortList References | | Clientfor Candates | | Canddates | Clint
Comparison Interviews for
N i | j (SRR | I & \
broker [l [ ssistw A [send B [ Proviee [EJ
Continge | | Oferto Candidate. Satistaction | | Ongoing
Candidate Client Survey / Support

| | Transiion







Step 1 - Prepare Client Call Plan  
1.1 The Call Plan: A Key to Successful Preparation
1.2 Gatekeepers and HR: Friends or Foes?
1.3 Develop Your Niche
 

Step 2 - Open Client Dialogue 
2.1 Opening the Client Dialogue
2.2 Gaining the Initial Commitment
2.3 Open the Dialogue Series – Insight
2.4 Open the Dialogue Series – Inspire
2.5 Open the Dialogue Contest
2.6 Using Feature-Achievement-Benefits (FAB) Statements
2.7 Initial Client Concerns and Resistance
 

Step 3 - Access Opportunity 
3.1 Insight: Getting Beyond Just Information
3.2 Qualifying the Client Opportunity
 

Step 4 - Complete Needs Analysis Profile (NAP)  
4.1 Going Beyond the NAP
4.2 Listening
 

Step 5 - Evaluate Project (SA/JO)  
5.1 Evaluating the Project
5.2 Top Grading Your Job Order with Mapping Calls
 

Step 6 - Align Approach / Position Value 
6.1 Aligning Your Approach: Service Relationship Options
6.2 The Capabilities Presentation: Communicating How You Work
6.3 Partnering with Human Resources
 

Step 7 - Co-create Project Plan 
7.1 Co-Creating the Project Schedule
7.2 The Power of Investment/Commitment
 

Step 8 - Clear Fees / Confirm Agreement
8.1 Clearing Your Fees
8.2 The Confirmation Letter
8.3 Closing Techniques
8.4 Respond to Client Resistance to Retained Business
8.5 Noticing Tactics
8.6 Counteraction
8.7 Making More Powerful Concessions
 

Step 9 - Identify Candidates
9.1 Candidate Identification: Developing Your Procurement Plan
9.2 Using the Internet
 

Step 10 - Preparing the Candidate Presentation
10.1 Preparing the Candidate Presentation
Step 11 - Open Candidate Dialog 
11.1 Opening the Candidate Dialogue
11.2 Presenting the Opportunity: Managing Initial Resistance
 

Step 12 - Assess Motivation Qualification 
12.1 Assessing Candidate Motivation
12.2 Gaining Candidate Investment/Commitment
12.3 Evaluate Your Candidates’ Motivation
12.4 When Recruiting Involves Relocation
12.5 Relocation Case Studies: What Went Wrong?
 

Step 13 - Complete Candidate Data Sheet (CDS)
13.1 Qualifying Candidates: Tackling the Intangibles
13.2 The CDS: Spotting Red Flags
13.3 Behavioral-Based Interviewing: Asking the Questions
13.4 Social Styles
13.5 What If…?
 

Step 14 - Match With Opportunities
14.1 Expanding Your Mapping Opportunities
 

Step 15 - Create Short List / Comparison Matrix 
15.1 The Candidate Comparison Matrix
Step 16 - Check References
16.1 Differentiating through Reference Checks


Step 17 - Prep Client for Interviews 
17.1 Ensuring the Deal Goes Through
17.2 Prepping Clients: Making Sure They Ask the Right Questions
 

Step 18 - Prep Candidates for Interviews
18.1 Coaching the Candidate to Pre-Close
18.2 Prepping Candidates on Difficult-to-Answer Questions
18.3 Behavioral-Based Interviewing: Preparing Candidates
 

Step 19 - Debrief Candidates 
19.1 Debriefing Candidates to Maintain Control
 

Step 20 - Debrief Client 
20.1 Debriefing Clients
 

Step 21 - Broker Offer to Candidate 
21.1 Managing Candidate Expectations
21.2 Brokering the Offer
 

Step 22 - Assist w/ Candidate Client Transition
22.1 Time to Resign
22.2 Counteroffers
 

Step 23 - Send Satisfaction Survey / Invoice
23.1 Invoicing: The Paper Chase
 

Step 24 - Provide Ongoing Support
24.1 Provide Ongoing Support
 

