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Adveftised executive
recruitment is big business
now, and, accordingto
MARTIN DARKE, clients need
to ask the hard questions.

busin$s. More.nd nore plalers a.e cntcing
the market, perhats becaur oftheporitivc
outlool< for th€ e.ononry ard thc lack of

Yet the adlertised executilr rccruitmcnt
indusrry does littLe to p.onotc a faiourablc
image. Looking behjnd the sccDcs rcrcals
some pructices that areworth questioning.

Many recruitment finns have a rulc of
thunb thar fees (usuall)' 15 - 20 pcr .cnt of
the remuDeratioD packagc) arc split equally
between the consuliant, thc firh and
'administ.ation costs. Therefore, dnl
consuhant succcssillly handling dl ledsl20
a$igmnents per Icar vitl an aledge packag€
of$75,000 can expect to earn a de.ent salary,
rvhllst the conNltanti employer will have no
diilcult), tualing d profiL.

But there is in argument 1br capplng fees,
say, above S100,000. Oily a li11le exta work
goes inlo finding someone for a bigger
package of$1s0,000 for €xample. The way
fees are applied is also cause for concern.
Iees are usuall) applled to all components
of a saiary pacl<age, although such packages
at mlddle managementle\rk are largeiy
made up of cash. Applying a per.entage
fee to superannuallon, a carand anyoth€r
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he idiertised executive rcc.uit,ncnt
industry is h tull flight. HR
nanagers in comnercjal firDrs
aie constantlybonbirded b). cold
calls from coDsult.nts touti,rg for

brnclits, seen$ an unjusrinabbneus of

Many re.mitnent iirns employ Mles
peopl€ as conndLdnts. But the skils requifed
to glean nrfornration liom d crndidat€ are
differcnt 1o lhose reqdred to obtah rhe
as$ignnrcnL Eq ndll)- ptublem.tl. is the
'handbalhrg'Grn rh 

 

se11s th€ productri!
one conNltant and rhenhandbdlls the
asslgn,ncnt to another enber oftheir staff

CurioLsly, some rcruirmertlilns re type
candidates' rasunis before submittirg them
to drc clienl-This doesnot mak€ sense.llow
crndidates present themrhts oD papel
; rclcvant and $'hose right is it to edit

then crdible intervleweB ofrnore
cxperlen.ed..ndidites.

The vast matoritl ot recnr itmeDt
a&ertlsements inAustrali! refer to the
anonymous 'dientl In {rare) cases ofutmost
confidentiility, . dieDt needs to prot€ctits
ndme- But it islo$ilLethat th€ rccruirnrcnt
consultant js sugge(ing anoryniil. nre.ch
to prevent the cLieDt fion beiDg aptroaclicd
by competitos in the recruihncnt scctoi

Some candidates will Dorrespond to
anon)-mous adrertisem€nts. TheI mal be
coDcened.bout the corfidentialit)' of th cn'
appLication, blt rhey may also doubtthat a

The recruitment advertisemcnt is a
wondertul marketing olportunity to
promote your finr as an cmploycr of
fi6t choic€. And a lropcrll attibutcd
ad\rrtisement will also attract applicants

genuine\-hterested in worhns fol

The trend in recent yeas hls b€eD fol
iecruitment firms to hdicate that thq- arc
experts in c€rtain are.ssuch astales.nd
nark€tingl 'nnance and .ccountinsl aDd
'cchnology: There is no harn in questionnrg
the degree of expertise ir any$rch field,
becdrse dre obvious corollaq- is that
'erperLs'ought to be con.entratiry on what
|hey de good it rdther Lhan recruithg.

Goo.i rcruit€rs dre.ble to demonstrat.
Lhcn undersLdndlng olrol€s byfiedepth of
Lhc questuns thdL theyask. Ther€ cdnLre an
adlrntagc nr using r generallst re.ruit€f
ilho rnay l,r,kdt thr issues tiom a ne$'
pc, spcdn(, .onrparcd ro the'blinkered'
approrch takcn by d spe.iJistwho h.s onll
c\r. worltcd in onc ficl.t.

Most , .cruitDcnt .onsultan.ies ol1:er .
gumrtee. lfi succcssftll candida|e tsigns
or is dismissed withnr thrcct() six ftonths,
for exaDiplc, thc con ltancy willllnd d
replxceDicnt ncc of.harge, othcr Lhar

This is vcry on c-sidcd. Whar happens i1
theclient decidcsrlat thcldon t rvant d
retlacc,ncnt, o. ifihcy lind someone bl
othcr mcans? | nc o..asnnral olcr of r credit
agaiDst tutnrc arsignrncnb is nor good
enough. Wliy shouldn i a,clnnd bc in or.1er?

boltorn lirre. But it ir boundl{) iDprove Lhe
orcrall rclationship wirh thc chcn1.

All rc.ruitmcnt .on{Lltrn.ics klk abo uL
building long lc, rn , clarbnships with
.licnts,cvcn th.scthat sulier lio,n high
turnovc. of th cir own con nLlkn Ls- Don't
forgctthis ir asccrctivc nrdudry with no
barricrs tu drtrlandonc thit is driven bl
.ommissnnr. Cavcat cnrptd. I

MARTIN DARKE is an executive .onsultant
with Fotstoff Executive. Phane: (ot 85618813.

GOTABEEFABOUTAN HR FAD,IOB OR
l55UE? Wite up to 8oo words in yourwitty,
cynlcal, despairing or passionale style and

hrmonthly@hadiegEnt.com.au
Aionymity of wdter preseryed on request.

. l  " . j l ' " " ,  n n n ' f  f n r q p i r h i c  
,  \ ' ,  r r '  , a , ' i r r ' . r i

I  r n .  i . t  t h  r r ^  P  . . �  p , 1 r  r .  q a  i l

" i r l .  i b  p . . . , F . o r . . ' p  
i S a S e C r e t i V e  i r -  , , a n  a  r  n r r p

, r , '  , r r F  ' r  f .  , . r . ) , .
, r  ,  " 1  , '  r L , r , o  v o , . s  i n d U S t r V . . .  a n d  , J .  J r ' r '  I n " r . "  o o  p -
. . n {  ' n , '  i \ 1 .  i  " . L d i r e .  '  J , - t u J u f L h e n  l i n d l
,vork experrence ard, unless One that iS driven n*,icc asp-,ofrher '"nns
they have had considerabl€ aDd.onditnts.In o.casional
trdinins, the interpersonal Oy COmmlSSlOn. rciirnd n $eLy nor soins to
skiLls andprsen.e to m.ke havc a Naj()rinpact on th€
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