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Candidates Should Cultivate Relationships With Recruiters

By LEN ADAMS
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Itivate afruitful relationship with recruiters, know the differences between search
firms and other placement agencies operating in the employment arena .

The primary differences among these firms are usually their fee structures and whom
they represent. Traditional executive-search firms usually separate into two categories,
with retained firms earning a fee regardless of whether a candidate is located and hired,
and contingency firms only earning fees when the candidate they recommend is hired.
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Other employment firms help companies find new hires or help candidates become re-
employed following ajob loss. However, no employment firm can actually get you ajob,
regardless of what their fast-talking salespeople might tell you. Most recruiters agree that
candidates should stay far away from so-called "career-marketing” firms that promise
jobs, then demand thousands of dollarsin up-front fees.

How to Build Rapport

When their employment seems at risk, many executives become desper
dialing recruitersin hopes that they'll be placed in terrific jobs.
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some research to avoid sending your resume to firms that never handle positionsin
your field, since this wastes everyone's time. Review directories of recruiting firms or call
your trade association for names of appropriate firms to contact. Also search for firmson
the Internet, review listings in help-wanted ads for suitable positions and ask colleagues
for recommendations.



3. Learn how the search firms you targeted operate.

Call to ask how the firm likes to receive information from candidates. Does it prefer
faxes, letters or email? Ask to speak briefly with a search professional to discuss your
background and the firm's operating procedures.

Don't make a pest of yourself. Never fax copies of your resume to every pro
can identify at the firm. Such actions will make you appear desperate and fo
admirably persistent, and you'll be lucky to speak to anyone personally.
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ovide search firms with as much information as possible.

With your resume, send a succinct cover letter that includes your salary requirements,
current employment status, type of position you're seeking and a brief summary of
qualifications. Don't get bogged down in details or include your entire biography.



Also, don't imply that you're doing the recruiter afavor by writing, says Mr. Zweig. "It's
OK to send aresume and letter, but arecruiter will probably have a negative reaction if
you give the impression that you think he needs you," he says.

6. Stay intouch.

Don't call every day or week, but don't drop out of sight, either. Just call or send a
note occasionally updating the recruiter about your status. Remember, if you'reright for a
position and your resume is on file, the search firm will find you.
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What to Expect

Not long ago, executive re XS i ély by candidates. That's never a
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when working eputable firms:

during actual search assignments. They also expect you to provide detailed, honest
information about your experience, background, references and compensation, and
feedback after interviews. Help search firms market you effectively and everyone wins.

-- Mr. Adams is executive vice president and chief operating officer of the KPA Saffing
Group, a recruiting firmin New York.



